FheoNATIONAL, 
UNDERWRITER 


Like Inswrance Edition 


Hloha 


to the Lslands 


~4 
Rosert H. Brivvianve 


In song and story the Islands of Hawaii are a place of sunshine, romance 
and languorous ease. But to Robert H. Brilliande, French by birth, Ha- 
waiian by adoption, Hawaii is the perfect place to carve out an amaz- 
ingly successful career in the life insurance business, through the appli- 
cation of inexhaustible energy, penetrating intelligence, and winning 
personality. 

A life and qualifying member of the Million Dollar Round Table, 
Mr. Brilliande has headed Franklin activities in the Pacific for the past 
three years. During that time he has built a highly effective agency or- 
ganization, while at the same time maintaining his own great volume of 
personal sales. Like all successful Franklinites he gives a large measure 
of credit to our amazing, exclusive, policy contracts. 


He has been honored by selection as Franklin Man of the Month, 
and ended last year in second place among all company producers with 
personal paid volume of almost $1,500,000. On top of this, his agency 
organization stood in third place with over $4,500,000. 


To Bob Brilliande and his fine associates a proud salute as worthy 
representatives of the most spectacularly growing life insurance com- 
pany in America. 





The Priendly 
FRANKLIN LIVE company” 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over $550,000,000.00 insurance in force. 


FRIDAY, APRIL 9, 1948 








W: 
Treas 
stymi 
woul 
tively 
agent 
other: 
ity, it 
Senat 
the r 
the ¢ 
tion 
somel 
would 

A. | 


‘And Jim once said he was vi 
not b 


too persistent ii: ae em people 
Sugge 


“Jim used to josh his insurance man about being a ‘friendly nuisance.’ But bis Nels 
. . ; : i . social 
persistency then is what laid the foundation for an independent life for Jane “4 tion o 
. gress | 

it mig 
"7 resolut 
° . . ¥ ¥ sit ti 

I think Jim knew we needed a complete plan of protection; but healthy, busy a as wae 
men sometimes put off things like insurance. Now, with Jim gone, the two of er 
: ; oa & Ord 
us know what it’s like to be thankful for a life insurance man’s perseverance.” A si 
tary-tr 
agents 

° 7 7 7 panies 
the car 
lution. 
Gearhz 
sustain 
mediat 
black. Sometimes, the stronger a prospect’s resistance to your message, the aye 
. R Z gaining 
greater his need for protection . . . and the warmer your feeling of a job jolt t 
low t 

well done. and pa 
the av 
Ing un 
depend 
ment, | 
dustria 
coveret 


“What 
“A t 


ETNA LIFE INSURANCE COMPANY it he d 


Affiliates: Etna Casualty and Surety Company Millike 

Automobile Insurance Company - Standard Fire Insurance Company ploy er 
e€ 

HARTFORD 15, CONNECTICUT ee cor 

e€ saic 

der wh 


THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. A. 52nd year. stenog! 
No. 15. Friday, April 9, 1948. $5.00 per year (Canada $6.00). 20 cents per copy. Entered .as second-class matter June 9, 1900, at the post office at Chicago, Il]., under act of March 3, 1879. adverti 


and me now . . . because Jim finally planned his insurance program. 


Typical of the intangible benefits of your profession is the heartfelt apprecia- 


tion of your persistency a widow expresses when the future is not quite so 
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Siymied Regulation 
Would Provide $5 
Retroactively 


Senate Finance Committee 
Chairman Raps Gratis 
Payments at Hearing 


By H. C. HALLAM 


WASHINGTON — The proposed 
Treasury decision 5600, which has been 
stymied by the Gearhart resolution, 
would have provided benefits retroac- 
tively for four years to life insurance 
agents and the many thousands of 
others not previously under social secur- 
ity, it was brought out at the two-day 
Senate finance committee hearing on 
the resolution. Chairman Millikin of 
the committee took particular excep- 
tion to this feature, pointing out that 
somebody other than the beneficiaries 
would have to pay for these benefits. 

A. W. De Wind, tax legislative coun- 
sel of the Treasury department, said 
the federal government would pay for 
the benefits, adding that there is no 
specific connection under social security 
between tax payment and benefit re- 
ceipt. ‘ ; 

“You are suggesting the trust fund 
should pay these retroactive benefits,” 
Millikin remarked. +e ‘ : 

Senator Lucas of Illinois said he did 
not believe Congress “intended 750,000 
people should be blanketed under the 
law with four years’ wage credits.” 


Suggests Partial Enactment 


Nelson H. Cruikshank, director of 
social insurance for American Federa- 
tion of Labor, suggested that if Con- 
gress wants to maintain the status quo 
it might enact only section 1 of the 
resolution, thus continuing the present 
situation as regards taxes but not as to 
benefits. He argued against the resolu- 
tion and for the suspended regulation, 
as did G. L. Russ, president Industrial 
& Ordinary Agents Council, A.F.L. 

A statement by J. J. Stanley, secre- 
tary-treasurer of the C.I.O. industrial 
agents’ union, accused insurance com- 
panies and newspapers as being behind 
the campaign to pass the Gearhart reso- 
lution. Stanley charged that if the 
Gearhart resolution’s interpretation were 
sustained by Congress it would im- 
mediately be used by insurance com- 
panies and newspaper chains to attempt 
to deny the benefits of collective bar- 
gaining to employes in this relationship. 

In reply to Millikin’s question as to 
how the department handles full-time 
and part-time life agents, De Wind said 
the average agent is an employe operat- 
ing under conditions where he lacks in- 
dependence and an independent invest- 
ment, and uses employer facilities. In- 
dustrial life’ salesmen have always been 
covered under social security, he said. 


“What Makes Him an Employe?” 


“A typical agent can solicit whom he 
wants, can stay home if he wants, and 
if he does not produce business his con- 
nection may be terminated,” suggested 
Millikin. “What makes him an em- 
ploye?” 

De Wind responded that “reality of 
the control exercised” did and gave what 
he said was a “concrete example” un- 
der which a company furnishes facilities, 
stenographic help, forms, transportation, 
advertising costs and allows certain ex- 


YUM 


Expect New U.S. Tax Law 
to Boost Life Sales 


50% does not apply where property, in- 
cluding life insurance, is left to a spouse 
where she hasn’t full control over it. In 
the case of life insurance this would 
mean where she lacked the full right of 
withdrawal of proceeds held under set- 
tlement options. 

Thus, while a man will be able to 
leave $120,000 of life insurance free of 
estate tax (assuming no other prop- 
erty) rather than the present $60,000, 
any part of it that he might tie yp 
tightly under options could not be taken 
into account in computing the marital 
deduction. He would have to balance 
risk of giving his wife freedom over the 


While more time will be needed to 
unearth all its life insurance implica- 
tions, the new federal tax law is re- 
garded as decidedly stimulating the life 
insurance sales because of its effect on 
income, gift and estate tax situations. 

For life insurance agents generally it 
will mean an opportunity, if not an obli- 
gation, to go over clients’ estates in 
order to advise them in the light of the 
changes wrought by the tax reduction 
and the marital deduction. It will be 
a sure-fire opening in talking with pros- 
pects. 

The biggest effect on life insurance 
sales promises to be from the income 
tax reduction due to lowering of the proceeds against the saving due to the 
rates and to the marital deduction. The marital deduction. 
more, prosperous prospects will thereby Position of Remaindermen 
have greatly increased margins avail- 
able and life insurance should be an 
appealing place to put a‘substantial share 
of this liberated income. 


Gift Tax Effect Important 
Scarcely less important is the effect 


To a man planning his insurance so 
as to enable his widow to live largely 
on the interest from his proceeds, leav- 
ing the bulk of the principal to children 
and grandchildren, there would be the 
added consideration that if he left the 
of the marital deduction in computing proceeds tied up under options and thus 
gift taxes. In effect this doubles the got no advantage from the marital de- 
$30,000 specific exemption and the $3,000 duction he would be taking care of the 
annual exclusion in the case of gifts entire estate tax liability rather than 
made by one spouse to another. For leaving a substantial amount to be paid 
example, a husband making a gift to in the future, at perhaps higher rates, 
his wife is permitted a 50% deduction at his wife’s death. Of course, this would 
before applying his exemption and ex- not be big factor where the wife would 
clusion. probably exhaust the principal during 

Income from such a gift may be used her lifetime. 


by the wife to pay premiums on a policy The effect of the estate tax marital 


on the life of her husband without its deduction is considerably lessened in 
being regarded as having been indirect- the case of wealthy men, for a great 
ly paid by him and hence includible in many of them have been transferring 
his estate when he dies. However, if chunks of their estates to their wives 
the gift itself were used to pay premiums and children and paying gift taxes. 


Many wives are using the income from 
such property to pay for insurance on 
the lives of their husbands. Inciden- 
tally, the marital exemption will reduce 
the estate tax on the cash value of such 

The estate tax effect will apparently policies, should the wife predecease the 
be the least important for life insurance. husband and bequeath her ownership 
For one thing, the marital deduction of of the policy to him. 


it would be regarded as an indirect pay- 
ment and includible in the estate. This 
doubling of the exemption opens up a 
substantial new market among the 
wealthy. 











He held “full-time agents are said, 81% of them expressed a desire 
for coverage. The witness discussed 
correspondence in 1946 between Ever- 
hart Cunningham, president Atlanta 
Life Underwriters Assn., and Judd Ben- 
son, Union Central, Cincinnati, N.A.L.U. 
federal law and legislation chairman. 
On the basis of the poll and this cor- 
respondence, she charged in effect that 
N.A.L.U. misrepresented the wish of 
agents to come under social security by 
putting into the report a suggestion that 
they only wished it through extension 
of coverage to the self-employed. 
Companies want to evade the employ- 
er’s social security tax, Mrs. Patterson 
charged. ‘Creation of an impression that 
agents want coverage as self-employed 
persons she credited to the N,A,L,U, 
report and press releases, and she said 
N.A.L.U. likes social security coverage 


penses. 
employes”, whereas a part-time agent, 
also engaged in the real estate busi- 
ness, etc., “is probably not an employe.” 
In the latter case, it was said, the com- 
pany “does not care whether he sells 
a policy or not.” 

When De Wind contended the Gear- 
hart resolution would not maintain the 
status quo, Millikin asserted that under 
the suspended regulation “you would 
have the whole thing in a state of con- 
tinual flux.” He declared “there is no 
consistent thread running through your 
examples. Social security depends upon 
taxation and taxation can not be im- 
posed by implication.” 


NOLA PATTERSON 








for agents as long as the employer’s tax 
does not have to be paid. According 
to the witness, in the correspondence 
referred to Mr. Benson admitted that 
the N.A.L.U. policy statement was not 
determined by the survey, but by top 
level executives of the association. 


Mrs. Nola Patterson, Reliance Life, 
Atlanta, editor of “Life Insurance 
Reveille,” told the committee life agents 
should be covered under social security. 
Many have been, she said, on individual 
application to the social security admin- 
istration. The public regards life agents 
as company employes, she said. She 
referred to a report that companies had 
fostered Treasury decisions under social 
security taxation. Some companies have 
voluntarily adopted the policy of regard- 
ing their agents as employes for social 
security purposes. 





Southern Round Table 
of L.A.A. to Be May 2-4 


The Southern Round Table of the 

Mrs. Patterson said in 1944 the Na- Life Insurance Advertisers Assn. will 
tional Assn. of Life Underwriters is- be held at Biloxi, Miss., May 2, 3 and 4 
sued a report on sectional surveys poll- and_ not May 23-24, as stated in last 
ing life agents, according to which, she week’s issue. 


City Taxes on Life 
Insurance Loom as 
Serious Burden 


Hogg, Zalinski, Van Leuven 
Address ChicagoManagers 
Conference 


The trend in recent months of cities 
and counties to tax life insurance pre- 
miums in their search for additional rev- 
enue is a development that may be 
expected to plague the life insurance 
business increasingly, according to 
Robert L. Hogg, executive vice-presi- 


. 





R. L. Hogg 


E. L. G. Zalinski 


dent American Life Convention. Mr. 
Hogg addressed the conference of the 
Chicago Life Agency Managers. 

It is not merely the cost of paying 
these taxes but the need for additional 
accounting that places an increasingly 
heavy burden on the companies. 

Explaining why the life insurance 
business is so anxious to stay solely 
under state supervision, Mr. Hogg said 
federal supervision would doubtless sim- 
plify life insurance regulation but it 
would probably mean standardizing on 
a few policy forms. He also cited the 
restraints under which salesmen for in- 
vestment contracts operate, such as In- 
vestors Syndicate’s, for example, which 
are regulated by the SEC. 


Dependent on Field Men 


Discussing the companies’ legislative 
activities, Mr. Hogg said probably 96% 
of the objectionable bills would fail any- 
way but it is not safe to assume that 
they will. The companies are dependent 
on the field men, he said, because no 
matter what elaborate memoranda are 
presented officially, the legislators usu- 
ally call up someone back home in 
whom they have confidence before they 
make their decisions. That is why it is 
important to have life insurance men 
who stand well “back home” and to 
whom legislators can turn, knowing 
they will get the true picture. Legis- 
lators are, by and large, honest, said 
Mr. Hogg. Companies have nothing to 
fear from dishonest legislation. 


Approves Paying Some Tax 


Mr. Hogg said it is unfortunate that 
life: companies will pay no federal in- 
come tax in 1947 and it would be even 
more unfortunate if they should pay no 
tax in 1948. Life insurance is a big 
business, he said, and should pay at 
least a token tax. 

L. G. Zalinski, managing director 
Life Underwriter Training Council, 
stressed the need for continuous train- 
ing and said the L.U.T.C. courses are 
designed for the agent who has been in 

(CONTINUED ON PAGE 10) 
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Minois Assn. Eyes | 
Financing Problems 
af All Levels 


Bell, Wardwell Fill 

Top Posts; Back 

Moynahan Candidacy 
NEW OFFICERS 


President—N. Eric Bell, state director 
State Farm Life, Bloomington. 

First Vice-president—Chester T. Ward- 
well, general agent Connecticut Mutual, 
Peoria. 

Second Vice-president — William  E. 
North, manager New York Life, Chicago. 

Secretary-Treasurer—Kenneth L. Keil, 
Penn Mutual, Springfield. 

New Directors—Lawrence E. Dimond, 
Northwestern Mutual, Aurora; Glenn 
Lupton, manager Prudential, East St. 
Louis; Frank D. Murphy, Massachusetts 
Mutual, Champaign; Edson S. Chapman, 
manager Metropolitan, Chicago. 


Major preoccupation of Illinois State 
Assn. of Life Underwriters at its an- 
nual meeting at Chicago was financing 





N. 


Schwemm 


EK. M. KE. Bell 

and in this connection the delegates 
passed a resolution to require the Na- 
tional association to issue an itemized 
breakdown of its request for higher dues 
and to require the Illinois finance com- 
mittee to similarly define objectives in 
view of probable dues hiking action at 
the next state meeting in Peoria. 

Earl M. Schwemm, Great-West Life 
manager, Chicago, in his report as presi- 
dent, put considerable emphasis on the 
need for more funds for state asociation 
work. N. Eric Bell, state director of 
State Farm, Bloomington, who suc- 
ceeded to the presidency and has been 
chairman of the finance committee, rec- 
ommended thought be given to raising 
state dues from $1 to not in excess of 
$2 per member with additional revenue 
fo continue from sustaining member- 
ships and the year-book. He recom- 
mends to all local asociations that they 
increase their local dues to a minimum 
of $10. The mood of all those present 
was to examine requests for higher dues 
penny by penny, rather than to regard 
the dollar as the only unit by which 
they can be raised. 

The body unanimously resolved to 
support the candidacy of John D. Moy- 
nahan, manager of Metropolitan at Ber- 
wyn, trustee of N.A.L.U. for the post 
of secretary of the National asociation. 
The resolution was presented by Ches- 
ter T. Wardwell, general agent Con- 
necticut Mutual, Peoria, the new first 
vice-president. 


Set University Course Aug. 9-11 


_Ray Martin of Champaign amended 
his written report as education chair- 
man to change the date of the course 
in business insurance at the University 
of Illinois in Champaign from the week 
of Aug. 16 to Aug. 9-11. Registration 
has now begun and will be limited to 
50 members of local associations out- 
side of Chicago. Living quarters, food 


and tuition will be provided for a $10 
fee. 

The association endorsed the recom- 
mendation of the state law and legisla- 
tion committee of N.A.L.U. regarding 
passage in Illinois of a bill permitting 
funds of infant wards to be invested in 
life insurance and annuities by trustees 
and guardians. 

Mr. Wardwell reported as chairman 
of the membership committee that the 
membership at the last of the year stood 
at the all time high of 3,780 and that the 
association is keeping ahead of its arch 
rival, California. 

Edson S. Chapman, manager Metro- 
politan, Chicago, was elected to fill a 
one year term on the board of directors 
created by the resignation of Robert B. 
DePau, Prudential manager at Chi- 
cago, who has left to take over a similar 
post at Miami. His post as chairman of 
the year book committee has been filled 
by Norman Andersen, general agent 
of Mutual Benefit at Chicago. eB 
Stumm, general agent Northwestern 
Mutual, Aurora, will continue to serve 
as national committeeman. Margaret 
Becker, whose work as executive sec- 








retary was lauded, continues in that 
capacity. 

The Illinois Round Table meeting 
featured a dynamic newcomer in the 


field of life insurance speakers in the 
person of John A. Calfa of the DePau 
agency of Prudential at Chicago, who 
convincingly and entertainingly devel- 
oped his thesis that any successful life 
insurance salesman can recommend his 
work to his son as the equal of any other 
profession. He cited the advantage of 
being able to enter life insurance selling 
with no capital or collateral and with 
no formal limitations on education. He 
quoted statistics which proved that aver- 
age life agent has an income consider- 
(CONTINUED ON PAGE 10) 


Coal Strike Curtails Group 
Sales in Heavier Industry 


Group men report that the nationwide 
strike of coal miners has curtailed tem- 
porarily final action on a number of 
plans in heavy industrial plants of all 
sizes. Employers are withholding fur- 
ther action until they see how long the 
strike will last and how serious its in- 
roads will be on steel production and 
in turn on their own production. 

While apparently a near record num- 
ber of group proposals of all descrip- 
tions have been submitted so far this 
year, an unusual number of them still 
await approval and overall figures for 
March and April can be expected to re- 
flect this condition. Sales activity has 
been greatest in smaller plans on mer- 
cantile establishments, service institu- 
tions, trade associations and light indus- 
try of the type not primarily concerned 
with coal and steel production. 





Five More Companies 
Join L.I.A.M.A. 


L.I.A.M.A. has elected as members 
Mutual Service Life, St. Paul; Alliance 
Nationale, Montreal; Life of Georgia; 
National Public Service; Skandia of 
Stockholm. 

Skandia was elected to associate mem- 
bership, the 13th foreign company in 
eight foreign nations to join the associa- 
tion on an associate basis. Total mem- 
bership in L.I.A.M.A. is now 192. 





From 15 Letters to Five 


The name of Tharp-Sontheimer Life 
of New Orleans has been changed to 
Delta Life. There is no change in the 
management or in any other particular. 


Watson on Mutual Board 





Thomas J. Watson, Jr., vice-president 
International Business Machines Corp., 
trustee 


has been elected a of Mutual 


Life. 


¥ 





freedom. 


a greater duty! 
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SECURITY PLUS FREEDOM 


More and more evidence accumulates that modern man 
desires security above all else in life. Since life under- 
writers sell security, this fact seems to be a prophecy of 
great days ahead for our business . 
find security of the right sort, the final effect of the 
search for security could prove to be disastrous. 


In all the history of the world, no nation has achieved 
a high degree of security without the sacrifice of its 
The citizen of the totalitarian state today 
probably enjoys the utmost’ in economic security—but 
his security has been bought at the price of freedom. 


Clearly, another means of obtaining security is indi- 
cated. Life insurance is the logical answer—for it is a 
device which offers economic security without impairing 
personal and political freedom. 
people of this great land is already great, but the life 
underwriter can help them attain even greater economic 
security. The opportunity is ours to demonstrate to the 
world that freedom and security can exist side by side. 
Never before did a greater opportunity exist . . 


Insurance in Force—February 29, 1948—$351,907,657 
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Harold Wood Heads 
Arkansas Assn. 


Meeting and Sales 
Congress Draw 
Record Attendance of 305 


By HENRY A. RITGEROD 


LITLE ROCK—The Arkansas Life 
Underwriters Assn. annual meeting and 
sales congress drew a record breaking 
attendance of 305. The association unan- 
imously adopted a resolution favoring 
legislation to define the field of group 
insurance, limiting it to situations 
where an employe-employer relationship 
exists, and elected Harold Wood, E| 
Dorado, president, W. J. Coffey, Fort 
Smith, and Herbert Mack, Jonesboro, 
vice-president. Caughey E. Hayes, 
Little Rock, was reelected secretary- 
treasurer. Foster Vineyard, Little Rock, 
continues as national committeeman, 
having ‘been elected last year for a 
three-year term. 

In his report as president at the 
luncheon session, George H. Witten- 
berg, Little Rock, reported the state as- 
sociation membership at Jan. 1, as 535 
and urged greater membership-getting 
activity among the 12 local associations, 
He said a licensing qualification bill for 
agents has been seriously considered 
by the directors and that copies of the 
National asociation model bil were be- 
ing distributed to local associations for 
study during the next few months. 
However, he said that unless the state 
group can get together on what such a 
bill should contain and present a united 
front to the legislature there is a ques- 
tion whether the bill should be intro- 
duced at all. Other matters which the 
association has under study are the ef- 
fect of existing tax laws on policyhold- 
ers and the problem of local privilege 
taxes of counties and cities. 


El Dorado Wins Trophy 


The Campbell - Vineyard trophy 
awarded annually by the state associa- 
tion to the local body having the best 
achievement record was won by EI 
Dorado for the second year in a row. 
J. O. Gaultney. award committee chair- 
man, presented it to Lee Ellison, El 
Dorado president. 

President Elmo Walker officiated as 
host on behalf of Union Life of Little 
Rock, which gave the luncheon. Guests 
included Commissioner McKenzie and 
M. J. Harrison, former commissioner 
and now public relations and legislative 
counsel for the association. 

At the sales congress, Charles E. 
Gaines, Southern Methodist University, 
spoke on “Professionalism in Life Un- 
derwriting.” Low pressure buying was 
the subject of John W. Arden, South- 
western Life, Waxahachie, Tex. There 
followed a round table on “Here’s How 
It’s Done in Arkansas.” Participating 
were W. J. Coffev, Fort Smith, Way- 
man Ballard, Little Rock, Nathan Pe- 
nix, North Little Rock and C. E. Edds, 
Blvtheville. 

In the afternoon there were talks bv 
G. A. Hollman. American National, 
Norman, Okla., Frank P. Aschemeyer. 
associate general counsel General Amer- 
ican Life, St. Louis, and Arwood An- 
derson, assistant superintendent of agen- 
cies Aetna Life. 





Group Creditor Bill Vetoed 


The bill in the New York legislature 
that would have permitted the issuance 
of group accident and health insurance 
on creditors, was vetoed by Governor 
Dewey. The law permits the writing of! 
group life insurance on creditors. 


Philadelphia Clinic April 15 

The Philadelphia C.L.U. chapter will 
hold an advanced underwriting clinic 
and luncheon April 15 at the Warwick 
Milton Elrod, Jr., Indianapolis 
attorney, will be moderator. 
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anking of Life Companies by in Force 





Life insurance at Dec. 31, 1947, in 432 
old line legal reserve companies cov- 
ered by the Unique Manual totaled 
$204,569,322,348, an increase of $18 bil- 
lion for the year. For the first time 
the amount of group insurance in force 
exceeds the amount of industrial insur- 
ance. 

Three more companies have entered 
the billion dollar class—Life of Vir- 
ginia, Manufacturers, and Great-West. 
Continental Assurance, which moved 
from 45th in rank to 39th in 1946 has 
moved ahead again to 36th place; United 
States Life, which ranked 105th in 1945 
and 94th in 1946, now ranks 88th. Old 
Republic Credit has moved from 119th 
to 93rd place. Other big gains in rank 
were made by Farm Bureau, Cuna 
Mutual, Union Labor, Republic Nation- 
al, State Farm, Amalgamated and 
Provident Life & Accident. 


Figures in right hand column include 
industrial and group if written 


Total 
Insurance 
1948 1947 in Force 
z 1 Metropolitan Life ..... 37, 256,604,715 


Ind, ...$9,693,848,489 





Grp. 8,778,861,250 

$ 2 Prudential ..i<secece. 27,944,820,809 
nd, ... 8,349,200,893 
Grp. 3,402,681,602 

3 3 Equitable, N. Y. ..... 11,944,711,839 
Grp. 5,338, 044, 667 

4 New York Life ....... 9,063,604,614 

5 5 John Hancock ........ 029,372,525 
Ind. ... 2,418,990,154 
Grp. ... 1,557,546,647 

6 6 TravelerB ...cccccsoee 8,164, 207,916 
i « 4,649,455,327 

S FT Meta EAGe cnciccccscss 6,985,582,079 
Grp. ... 4,485,163,448 

8 8 Northwestern Mutual.. 5,406,807,591 

9 9 Mutual Life, N. Y..... 4,113,862,335 

10 10 Sun, Canada ......... 3,837,724,159 
Grp. ... 783,515,694 

11 14 Lincoln National .. 2,797,015,739 
Grp. ... 110,408, 910 

12 12 oe Mutual. 2,631,460,704 
. 29,077,014 

1% Macual “Benefit isttans 2,583,400,609 

14 13 Penn Mutual ......... 2,540,947,422 

15 15 New England Mutual. 2,439,226,596 

16 16 Connecticut General... 2,388,286,927 
Grp. ... 1,013,937,214 

17 17 Western & Southern. 1,825,027,587 
Ind 1,008,871,772 
Grp. ... 11,552,830 

18 18 National L. & A...... 1,800,551,331 
Ind. 1,091, 251,217 
ae 18,758,000 

19 20 Connecticut Mutual ... 1,697,948,941 

20 19 American National 1,679,548,687 
Ind. - 1,118,427,916 
GED... «0 1,321,000 

21 23 Occidental, | 1,577,498,876 
. 604,219,980 

22 22 Lenin. SARS. cc ckienny 1,429,582,990 
Ind. 411,088,350 
GOR. cs 96,096,662 

23 21 Union Central ........ 1,337,196,687 
Grp. 6,666,680 

34 26 Bankera, Tas .ccccocss 1,281,922,546 
Grp. ... 184,472,072 

25 24 Provident Mutual 1,264,319,211 

26 26 Canada Life 1,096,877,362 

Grp. .. 

27 27 Life of Virginia...... 1,039,192,368 
Ind. 536,942,080 
GPP. 2. 63,212,790 

28 28 Manufacturers ....... 1,030,414,577 
GED. «<2 24,890,133¢ 

29 29 ~Great-West ......cceee 011 73 
Grp. ... 116,459,367 


954,536,511 
937,404,062 


Phoenix Mutual 
31 381 Mutual Life, Can. 





Grp. .. 
National Life, Vt. 


82 34 pak 929,094,585 

33 32 General American tears 915,104,063 
Grp. ... 544,834,626 

34 33 Equitable, Ia. ........ 911,525,342 

35 35 = Mutual, Mass.... 901,278,400 
Gr eee 36,357,860 

36039 Onaaineitad Assur. ... 869,856,136 
Grp. ... 453,334,364 

37 36 Pacific Mutual ....... 846,419,794 
Grp. 15,495,796 

8 37 Reliance Life, AS 22,443,27C 
Grp. .. 2,583,973 

39° 38 Acacia “Mutua rrrrre 801,451,355 
Gem... 2,457,833 

40 43 Confederation Life ... 758,631,152 
Cc 95,914,376 

41 44 Jefferson Standard ... 747,501,522 

2 40 Northwestern National 743,957,689 
Grp. ... 143,038,727 

43 41 Guardian, N. Y. ...... 741,713,867 
Grp. ... 4,967,271 

44 42 Kansas" City TAfO wecee 731,502,131 
Grp. 1,364,100 

45 45 7“ Life, MWe encwee 731,182,772 
. 3,549,415 

46 46 Lite ‘é Casualty eceees 648,741,658 
eee 426,280,269 
1,071,500 

47 48 United “Benefit doneeee 643,837,280 
Gr ‘ 2,603,000 


XUM 





1948 1947 
48 47 Southwestern Life . 
GERk.-sc6 62,823, 485 
49 49 Monumental Life ..... 
Tid. ... 314,230,704 
0 50 Fidelity Mutual ...... 
51 51 Franklin Life ....... 
TAG, io «. 38,205,013 
Grp. . 3,062,975 
52 52 Crown Life erie rrr 
rp. 8,349,303 
53 54 Minnesota Mutual .... 
2 ae 80,740,597 
54 55 Life Ins. Co. of Ga.. 
Ind. 450,005, 749 
55 (56 ‘eer Natl., Ill... 
. 204, 181, 058 
os een 36, 837,396 
56 53 tunes National ..... 
Ind. .. 342,786,795 
57 57 Imperial, Canada .. 
Grp. ... 18,852,132 
58 64 Provident L. & A...... 
Grp 323, 352, 900 
59 58 — - Western States. 
ee 69,7 789,293 
60 59 Great Southern ie amare 
rp. 27,009,793 
61 61 North Amer., Canada. 
Grp. ... 10,045 209 
62 63 Pilot. 'N: Cir ae Gerken sac 
Ind. . 170,715,424 
Grp 56,505,769 
63 60 Gulf gr Tee 
nd. .. 195,343,338 
A.H. End 
80... 7,017,370 
Grp. |... 12,933,050 
64 62 American United ..... 
65 67 Ohio National ....... 
Ind, 49,33 
Grp. ... 658,500 
66 65 Shenandoah .......... 
rp. .. 223,148,458 
67 68 Commonwealth Life .. 
Ind. <<< 143,760,691 
Grp. mre 6,636,874 
68 66 Peoples, D. Cc. .... “aes 
Ind. 257,474,525 
69 69 Mutual Trust ........ 
70 70 Dominion Life ....... 
Grp. ... 7,321,159 
71 75 WN. A. Reassurance.... 
2 7 Diherty, Bo Cyc cccvics 
Ind. 218,109,785 
Grp. ... 10,127,702 
73 #74 Country Life .......<- 
Grp. . 2,200,250 
7% 7 werkaline RANI so. c dace’ 


Total 
Insurance 

in Force 

640,867,018 


563,094,358 


475,520,289 
461,370,092 


415,946,823 
413,004,150 
407,415,552 


406,239,041 


388,622,049 


351,133,122 


350,743,508 
348,002,583 


341,165,993 


337,147,183 
332,297,509 


325,789,004 


323,880,021 





1948 1947 
75 73 


Savings Bank, Mass... 
Grp. ... 24,134,200 
Pan-American ........ 
Grp. ... 11,803,200 
Business Men’s 
Grp. 19,623,769 
Home Beneficial 
Ind. 232,961,402 


Grp. ° 5,274,101 
Pretaative, Ala. 
Grp. ... 155,287,75 
a = sae Natl. 
In 


Grp es 
State “Farm Cvevecceee 
) oe 4,295,985 
Southland Life 
Grp. 12,366,963 
Knights ‘Lite, Pa. .. 
oe 168,831, 476 
934,800 


aan 
Central, lowa 
Guarantee Mutual 
“quitable, D. ¢. 
Ind. 131,990,673 
Grp. . 701,250 
Sun Life, Mie cuces ee 
Ind. ... 147,404,817 
U. Ss. Lite, N. 
Grp. ... 38,502,075 
Bankers, Neb. 
Columbus Mutual 
Home Life, Pa. 
Ind. 108,583,419 
ae 1,886,445 
Excelsior, Canada 
Old Republic Credit.. 
Grp. ... 1,420,785 
Farm Bureau 


9,719,200 
Continental Amer. aene 

Grp. 468,210 
State Life, Ind. 
Northern, Wash. 


Grp. ... 
Colonial Life 
Ind. 2+ 96,205,329 
4,751,053 


Grp. 
Security ‘Mutual, N. Y.. 
Grp. .. 4,164,562 
Indianapolis Life, 
Continental, D. eves 
ee 129,608,639 
Cuna Mutual 


ip. ... 184,238,053 
Beneficial Life 


1,455,000 


Total 
Insurance 
in Force 
319,327,654 
316,453,168 
3,257,848 


312,513,998 


59,794,172 
258,417,736 
258,197,407 
250,767,184 


248,281,233 
248,017,160 


217,994,381 
217,307,388 
214,595,945 


.210,453,373 
210,081,531 
208,550,326 
206,366,139 


205,914,173 
200,947,991 


199,172,391 


197,392,889 
194,438,976 


193,622,485 
192,893,720 


190,201,789 
190,026,388 














Living Testimonials 


Speaking at the Penn Mutual Conference at Boca 
Raton, Fla., Vice President Eric G. Johnson made this 


interesting report: 


“There is in the audience today a Pennmutualist who 
receives a visitor twice a year in his office. This person 
now lives in this area part of each year—not far from 
here. He is not wealthy—but he is financially free! He 


is happy! 


“He is a living example of the therapeutic value of 
life insurance retirement income—if one can properly 


use such a term. 


“His visits to a Penn Mutual office are for the purpose 
of expressing in person his deep appreciation to the one 
who persuaded him to arrange years ago for his present 


circumstances.’ 


A resort section like Florida always provides many 
living testimonials to the value of Retirement Income. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 























1948 1947 
105 100 Atlantic Life ......... 
PR ses 25,500 
106 105 Midland Mutual ...... 
107 107 Ohio State .......... 
Grp. ... 566,000 
108 114 Union Labor ......... 
Grp. ... 159,196,971 
109 106 Relthnece BAGG Scicede 
nd. - 114,749,193 
110 108 Interstate Ee, & Aan evince 
Ind. 163,722,949 
Grp : 4,000 
111 104 West- Coast Cevecaccene 
Grp. 28,935,952 
112 110 Union Mutual gieceues 
) ee 11,149,022 
113 109 Durham Life ......... 
oe 118,791,609 
Grp. ... 1,219,500 
114 113 Paul Revere a aeheeees 
Grp. ,291,000 
115 115 Security cz, weeeees 
Grp. e 12,899,325 
116 111 Boston Mutual ececccce 
oe 103,044,970 
117 112 Carolina Life ......... 
Ind. ... 129,432,496 
118 117 Lutheran Mutual ..... 
249 TEC . Comtrah, Gh. | i ccsiicwciss 
FRGS aes 33,639,625 
120 118 Volunteer State 
arp. ..- 
121 121 Amicable Life 
GIR ccs 139,950 
122 12 Western Life, Mont.... 
123 122 Bankers National 
Dol. Mo. 5,791,181 
Grp. .«- 767,700 
124 123 Reserve Loan ... 
Ind, 2,001, 2 6 
Grp. ... 16,131,734 
125 125 Texas Prudential ..... 
ee 70,866,237 
126 127 North Carolina Mutual 
Ind. 79,720,755 
Grp ..- 1,977,893 
127 124 Atlanta, Ga. ......... 
Ind. . 106,144,584 
128 132 Monarch, Canada 
129 129 Alliance Life ......... 
Grp. ... 4,199,500 
130 131 Lamar Life .......... 
131 128 Illinois Bankers ...... 
Ind. ... 2,084,411 
132 130 Southern L. & H....... 
Ind, 95,319,587 
133 133 Standard, Ore. ....... 
Grp. 442,200 
134 125 American Mutual . 
Gres. 1,287, 500 
135 134 Independent L. & A.. 
196 187% Wedoral, Ti.. ...cccsccs 
Ind, . 4,605 
GeR sé 10,753,282 
137 136 Old Line, Wis. ....... 
Gype. sc: 194,984 
138 138 Reliable Life, Mo. ..... 
Ind. 93,470,283 
Grp. 586,000 
139 139 Capitol ‘Lite, — “ere 
rp. 3,218,477 
140 149 Savings ‘Bank, N Yee 
ee 1,377, 225 
141 165 Republic National coun 
ee 3,294, 000 
142 142 Peninsular EMG cccecs 
nd. 72,252,463 
Bk Loan 1,469,177 
143 141 North American, IIl.. 
Grp. 2,579,300 
144 140 Supreme Liberty meee 
Ind. ... 83,411,743 
Co, eee 424,769 
145 143 Home Security ....... 
Ind. .. 84,921,416 
146 145 National Life, Can. ... 
147 144 Montreal Life ........ 
Gee «<- 13,328,834 
148 146 ~~ —-, ~~ e 
3,189,250 
149 148 wasupane & Bankers ua 
150 164 Amalgamated L., N. Y. 
Grp. 97,564,500 
151 Imperial, 'N. Qo weeccae 
InGsccs 70,100,678 
152 Monarch, Mass. ...... 
153 Farmers and Traders.. 
154 National Guardian ... 
155 Security L. & A........ 
156 Philadelphia Life .... 
Grp. ... 82,000 
157 Continental, Canada .. 
Grp. 67,000 
158 Teachers Ins. & Ann.. 
159 Presbyterian Min. 
160 United L..& A.wcccice 
GHD. « «« 48,000 
161 New World Life ...... 
162 Peoples, Ind. ......... 
Grp. ... 217,270 
163 ba Ins., m. Ceceee 
In ° 80,338,243 
164 All States Secccocseces 
Ind. 62,933,750 
165 a Central L. & A.. 
nd. ... 65,704, 177 
Grp oe 1,286,000 
166 Provident Life, N. D.. 
167 United Fidelity ... 
Grp. ... 498,000 
168 American General .... 
169 North Amer. Acc...... 
Sy 8,146,207 
170 Victory, Kansas ...... 
171 Bankers Security ..... 
Grp. ... a = 641 
172 Amer. L. & A 


Ind, ... 75, 458, 212 


Total 
Insurance 
in Force 
185,047,483 


183,468,264 
183,154,331 


182,610,023 
182,176,252 
181,745,814 


180,372,803 
176,028,167 
175,344,803 


72,604,683 
72,009,902 
1634425279 
160,619,331 


3,176,253 
1,139,698 


140,508,504 
129,839,109 


139,469,900 
139,011,114 


136,262,786 
130,808,173 
130,787,958 


128,148,938 


128,044,836 
124,949,814 


120,006,380 
119,923,812 


119,920,475 
119,604,484 
117,092,144 
*116,400,23 
115,487,128 
115,344,956 


114,611,433 


114,477,799 
113,433,304 


111,722,401 
110,026,825 


108,459,953 


108,199,806 
101,338,754 


101,033,937 


98,795,006 
97,664,000 
96,058,790 
95,497,457 
94,288,281 
90,208,935 
87,845,117 

87,783,816 
87,624,261 
87,182,866 
87,062,886 
86,992,196 


86,584,965 
86,382,420 


85,752,935 
84,459,740 
83,541,208 
82,640,533 
80,848,865 


79,197,713 
78,861,027 


76,952,779 
76,863,395 


76,037,233 


(CONTINUED ON PAGE 24) 
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Life Insurance Master, 
George Lackey, Dies at 59 


George E. Lackey, well-known gen- 
eral agent at Detroit for Massachusetts 
Mutual Life, and a 
man held in high fF 
esteem throughout 
the insurance 
world, died Tues- 
day morning at 
Carolina Hotel, 
Pinehurst, N. C., 
where he and Mrs. 
Lackey were stop- 
ping on their way 
home from a vaca- 
tion at Clearwater, 





Fla. 

At 59, Mr. Lac- : 
key was an out- George E. Lackey 
standing general 
agent, insurance executive, and trainer 


of agents. He had been a general agent 
for Masachusetts Mutual since 1919 
when he was appointed at Oklahoma 
City. He established agencies at both 
Oklahoma City and Tulsa, placed over 
$40 million of life insurance, served as 
president of National Assn. of Life Un- 


derwriters and as chairman of Million 
Dollar Round Table, and was appointed 
general agent at Detroit in 1933. The 
following year he became president of 
Massachusetts Mutual General Agents 
Assn., and_ successfully passed his 
C.L.U. examinations. 

For more than 10 years his agency 
has been among the company leaders. 
He believed in surrounding himself with 
a personnel of high calibre. He took 
pride and pleasure in building his as- 
sociates and developing in them their 
latent abilities. He was one of the 
early exponents of the apprentice, or 
internship method of training college 
graduates in life insurance, believing im- 
plicitly in the career concept. During 
the 15 years Mr. Lackey headed the 
Detroit agency, over $82 million of new 
business was placed. 

Born at Hopkinsville, Ky., he studied 
law for six years and_ successfully 
passed the Kentucky bar examination 
in 1915. He then started with Massa- 
chusetts Mutual as an agent at Louis- 
ville. During the first war he served 


_HeNATIONAL UNDERWRITER 


with the Bureau of War Risk Insurance 
and was a member of the review board 
of the compensation and _ insurance 
claims division. He was later com- 
missioned a lieutenant, and assigned to 
Camp Shelby, Miss., as insurance of- 
ficer. 

During his lifetime, Mr. Lackey held 
many important positions in ‘the in- 
surance field and made a great contribu- 
tion to its progress. He was always 
keenly interested in legal phases of the 
life inurance business and was particu- 
larly active in bringing lawyers and in- 
surance men closer together. In 1946 
he was elected co-chairman of the first 
meeting of atorneys and agents held at 
New York. This group was authorized 
by American Bar Assn. and N.A.L.U. 
to establish recognition of the principles 
of cooperation between attorneys and 
life underwriters. 

In 1923-4 he was vice-president of 
N.A.L.U. having been national com- 
mitteeman from Oklahoma for a num- 
ber of years. In 1925-6 he was a mem- 
ber of the board of trustees. In 1929, 
he was chairman of Million Dollar 
Rotind Table, and later made a life 
member. President of N.A.L.U. in 1930- 
1, he began a term of seven years as 
chairman of the committee on _ co- 
operation with attorneys. In 1938 he 
was a member of the research agencies 











COMPLETE JUVENILE 


COV ERAGE 


With his complete line of liberal Juvenile contracts, the LNL 
representative is fully prepared to meet the needs of his Juvenile 
prospects. He can offer the popular educational endowments, and 
Life, Retirement, and short term Endowment plans down to age one 
day. Full death benefits are provided from age one year. The parent 
retains control of the policy, and the popular Payor benefit may be 


added even if the parent is a substandard risk. 


This complete line of liberal Juvenile contracts provides another 


reason for our proud claim that LNTL is geared to help its field men. 


The 


lts Name Indicates Its Character 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 








group of the Sales Research Bureay, 
1937-8 president of Michigan State Assn, 
of Life Underwriters, and organizing 
chairman, Life Leaders of Michigan. Ip 
1939 he was chairman of the agency 
practices committee, and organizing 
chairman representing the _ trustees, 
American College of Life Underwriters 
in cooperation with life agency officers 
of agents training. 

He became a member in 1946 of 
Wayne University business men’s advis- 
sory committee. 

Mr. Lackey wrote: “Life Insurance, 
the Stabilizer of the American Home,” 
“Life Insurance Dollars vs. Court 
House Dollars,” “The Romance of the 
Life Insurance Dollar,” “Dying at Par,” 
“New Policies for Old, or What Price 
Replacement?”, “Captains of Produc- 
tion, I Salute You,’ “Are We in the 
Service?” and “Life Underwriter Edu- 
cation Today for Tomorrow.” 


Monley Second in Charge 
of L.LA.M.A. Schools 


H. F. Monley, editor of “Manager's 
Magazine” and a senior consultant of 
L.I.A.M.A., has 


been named assist- 
ant director in 
charge of schools 
in agency manage- 
ment. He will con- 
tinue his editorial 
supervision of the 
magazine and 
his consultation re- 
sponsibilities. 

Mr. Monley,a 
consultant since 
1941, has also been 
an instructor for 
the schools, has 
participated in as- 
ssociation meetings and conferences, and 
is the author of several association pub- 
lications. He was appointed editor of 
“Manager’s Magazine” in 1946. Before 
that he was for eight years with Provi- 
dent Life of North Dakota, where he 
was in charge of field training, editor of 
all publications to the field force, and a 
personal producer. 

A graduate of University of North 
Dakota, Mr. Monley is an associate of 
the Life Office Management Assn. He 
served overseas in the war as a naval 
officer. 


Home Honors Miss Morse 


Miss Zaidee B. Morse, office manager 
of the Chicago collection office of Home 
Life announced her retirement at a 
luncheon in her honor in Chicago. At- 
tending from the home office were Eu- 
gene C. Kelly, manager of agencies; 
Alan B. Doran, assistant secretary; and 
Benjamin E, Herrmann of the agency 
department. 

Miss Morse joined Home Life in 1930 
as a cashier in the Chicago office after 
considerable experience in a_ smaller 
capacity. She was appointed office man- 
ager in 1944 for the two Chicago offices 
and those in Rockford and Davenport. 

Mr. Doran, as master of ceremonies, 
presented her a gold wrist watch from 
the company. Speakers were A. R. 
Klein, senior manager in Chicago; Mr. 
Kelly, who represented John F. Pa- 
quin, manager who was ill; Bernard 
Spencer, the new office manager; and 
Bernard Marks, who presented Miss 
Morse a handbag from the Chicago field 
organization. 


Golden State to Build 


Golden State Mutual Life has just 
broken ground for its new home office 
building at Los Angeles. It will be a 
five-story building, of steel and concrete, 
and will have an auditorium seating 500, 
a cafeteria for employes and other fea- 
tures. The estimated cost is $600,000. 

It is the only company west of the 
Rocky Mountains wholly owned and op- 
erated by Negroes. It is licensed in 
Illinois as well as its home state. 





H. F. 


Monley 











Zurich Life has been licensed in Cali- 
fornia to write life and disability insur- 
ance. 


The 
necess 
show 
sewn 
insure 
binde1 

Wit 
comp 
cheap! 
books 
by re 
cut tc 
to pr 
binder 
and h 


matte 
York 
rates, 
provis 
signec 
the co 
essary 
in ord 
size. 
Due 
ance |. 
a polic 
One ¢ 
La sepa 
» York 
regula 
felt tk 
change 
agent. 
Canad 
Frencl 


Juveni 


Man 
pamph 
childre 
made 
occupa 
illustra 


tab in 
becaus 
A ge 
agent | 
the de; 
ago b 
make 





XUM 


April 9, 1948 


LIFE INSURANCE EDITION 


5 






























“il 9, 1948 
ap — C ’] Si D ® with him. The comp tiene’ tation . was adjedged one of the most success- 
1 Bureay, t the rate book, he said, will confuse an ul ever conducted by the small com- 
tate Assn, Ompany:s 1Ze e er mines frighten the average layman. pany group. One of the most enter- 
ct taining oe a highlights was_ the 
chigan. In T f R t B k U d summary of the meeting presented by 
le agency ype O a e OO se Smaller Company Rally ~ H. ee vice-president Bankers Life 
organizing : 2 of Nebraska. This feature of the pro- 
trustees, The new rate books that were made an aid in the field. An agent can talk to in 1949 to Be March 21-23 gram will be continued next year. 
derwriters necessary by the CSO mortality tables a prospect, learn what the client needs The L.I.A.M.A. committee for com- 
cy Officers | show in general larger companies prefer and can afford to return to his office panies having less than $150 million in Atkinson-Dauksch Agencies, Colum- 
sewn and bound books and the smaller and study the problem, decide what force has selected March 21-23 for the bus, O., have added a life insurance de- 
1946 of] insurers use some type of loose leaf policy is best suited under the circum- 1949 spring conference. The meeting will partment with Charon G. Payne as man- 
en's advis- | pinder. stances, write the rates on the back of be held again in Chicago at the Edge- ager and will represent several com- 
With several thousand agents (one his calling card and go for his second water Beach hotel. panies writing all forms of life insur- 
Insurance, company has 16,000) it has been found interview without carrying the book This year’s meeting, just concluded, ance and annuities. 
n Home,”| cheaper in the long run to issue new 
s. Court] hooks rather than keep up with changes 
ice of the by replacing pages and sections. Pages =< 
An = cut to fit a binder are more expensive A 
hat Price} 4 print than regular pages, and the aS y 4% 
y Produc-} pinders themselves are both expensive nl) Hare Is U Sas 
e in the} and hard to procure. 
iter Edu- 
ane oe Widow of Fire 
large Large companies prefer bound editions 
also because in the past there has been »* 
a tendency to send out a lot of useless By: JACK “se oo Bae 
; material for the loose leaf books and Hirecin Harry Spencer had 12 cents in his pocke 
Manager's | jt was sometimes impossible for the they found his body in the rubble of the fire-wrecked Ru 
sultant of } agent to recognize what was important ‘ 


and what was not. It was also found 


That, quickly, 


Wine Co. Friday A yieg bi was SSin bie bank account, at 








Thousands of people read the 
story in this clipping from The 
Cleveland Press. Many of them 
undoubtedly were moved by it, 
and wished in passing that they 
could help the young widow and 


that many agents did not even bother to 
place new material in the binder and 
therefore important changes in policies 
went unnoticed. 

Smaller companies find ring binders 
best suited to their needs. For a few 
hundred agents it is cheaper to print 
supplements than to set up a whole 
book printing job. Rather than printing 


®@ war veteran who gave his life 
for his job and who left behind 
@ young widow and a year-old 
baby to face a bleak future. 
Harry Spencer was 29. He had 





appointed a parole & {0 , 





Conley but several companies are planning to 
neces, and | Publish a vest pocket edition that will 
tion pub- | contain a condensed version of the most : : 
editor of | popular policies. The agent will be = But it was a Life Underwriter who helped them. 
7 ie og a: ae rol ae As it happens, he was a Home Life man—but 
th Provi- to be used as a reference volume. 7 — 
vhere he : ’ ° ° 
wditor of | Bible Paper Improved On that’snot important, compared to thereasonswhy it ‘Asam Life Underwriter, h 
“e. and : ’ ; : ° d = th S a°career Life Underwriter, he 
¢ Bible paper is widely used in the was a career Life Underwriter who gave, without had. specialized kaowledge that 
t NGM) orint A new opaque paper knows as thenght of gale to: himself; the Wely GesceWed ae ee ams 
ciat Bete : ° ° ° 
“st. He | ‘Mitttex was used in several cases and this second clipping. Here are those reasons... ; P 
: a} | according to many it is better suited help, made him able to help. He 
oe for the job than ordinary bible paper gen : i 
because printing on the reverse side does | x : knew—as ‘others did not—what 
not show through. : 
rse Very little sales material is included Young Widow of Firema ‘could be done, what to do, and how 
manager in the rate Lee ao yp eg Phegg 0 : ito do it. 
of Home matter consists of things like the New 
t at York state insurance laws, premium Gets U d i 
oo. rates, eager gg yg yon nexpecte ncome 
vere Eu-]| provisions and other information de- 
igencies; | signed to help the agent in drawing up The sun broke through the financial gloom for Mrs. Harry 
ary; and} =the — pa aig oo“ owas, | Spencer today, and the young widow and her one-year-old : ; 
 agemaey Ssary wo a te te carrying | @atighter won’t have such a bleak future after all. : More than that, just as important as 
si ' Mrs, Spencer’s husband, a city curity, should the veteran die with- Maine i Tie 
in 1930} size. he had ingrained in him the 
ce after Due to the differences in state insur- play aly killed pw Seay in three years of his release from that, Ipi ki b 
smaller | ance laws it was Sse to note ir Pde charged Bolger decided to help. He went habit of he ping, of seeking out prob- 
> offices Ete tee ae So far as to print | Bad 12 cents in his pocket, $5 in to Mrs, Spencer, explained her lems which his knowledge could 
venpe® ¢ ee ee ee pipe caren to pep tax Wa fulsral idea thee te wes ected Uo woeket solve. His action was in the best 
-monies, or Ss ; °,° ° 
'h from | regular book did not apply and it was | A@St Bem, SOuert Tome Lute sary date, fled her claim. traditions of a great business...a bus- 
t t 6 ‘ . . . 
. ue colin “ ane teed the | Insurance Co. of New York, read As a result, beginning March 1, iness which lives and grows through 
’ Pa- , a inted in The Press of Mrs. Spencer’s fi- Mrs. will receive $40 pay-. 4 
F. Pa | agent. The company also printed a | Soe) plight: He read. where ments esch month for 17 years un- the efforts of career Life Under- 
Bera ae edition in English and one in Pp “e Amy til her daughter is 18. That will it ho d te their energi 
er; an *rench. piri He. i! writers W evote their energies. 
Mi had fought unscathed the amount to $8160, ’ 
d M : : e oge,e P 
go field ss Sections Separate : poppe A aims mag dt coee ee eS their abilities, and their knowledge 
j , t '¢. le asked, would ee . 
Ps Oh yg pare 2 ‘Then recalled Public Law anything for his services. to giving help where help is needed. 
children under 10. Some insurers also No. 719, signed by President Tru- But, he emphasized, few veterans 
. ; man Aug. 10, 1946. The little-known or their families are aware of the 
: made up paper-bound copies of class or ! of Social benefits and its 
ao occupational limitations and dividend ces oe tbl ia ial Se- pnp gory: 
e illustrations. 
ll be a A bar index was used in many rate 
a on books, although some compen. . 
rise. regarded indexes and had a table o 
er fea- | contents instead. Very few utilized the L j | 9 E i N S U R A iM C E C (@) BA PA Aa Y 
0,000. 
’ ‘ tab index that used to be so popular, 
-< be because they quickly wear out. 
ee! f A general agent said that the modern JAMES A FULTON 256 BROADWAY. NEW YORK WILLIAM P WORTHING 
: oaent doesn’t use or need rate ~— to President Agency Vice Pre 
the degree they were used several years \\ » / f a 
n Cole ago because present selling methods 4 Career Underwriters Company 
insur- make them more of a hindrance than 





new books they can send the agent the father of a daughter and started held for only fi y 
necessary pages or sections that he may her year-old daughter. : 2 : ‘ 
need to replace worn or lost material. He became a firemar ee 

Most of the new bound rate books are starting ate§2400 oa 


small enough to fit in the coat pocket 
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Reversal of 
Zahn Case Decision 
Relief to Business 


N. Y. Court Holds 
Equitable Society 
Not Liable for Taxes 


NEW YORK—The New York su- 
preme court, appellate division, has de- 
cided for Equitable Society in the Zahn 
case. This was an effort by executors of 
Zahn’s estate to impose liability for fed- 
eral estate taxes under a life policy upon 
the insurer and was of great interest to 
companies since a contrary decision 
would have resulted in holding up pay- 
ment of policies until the tax had been 
finally determined. 

Bernard Zahn in 1913 bought a $50,- 
000 policy in Equitable Society. It was 
subsequently assigned to his wife, Ada 
E. Zahn, from whom he later was di- 


vorced. He died in 1937 and Ada Zahn 
died afterward insolvent. In 1940 the 
internal revenue bureau claimed that the 
proceeds of the policy should have been 
included in Zahn’s gross estate and as- 
sessed a tax deficiency of $6,846, later 
compromised by the executors for 
$4,699. They “charged” Equitable with 
the compromised amount as tax al- 
locable to the proceeds of the policy in 
favor of Ada Zahn. 


Surrogate Held Insurer Liable 


The surrogate ruled Equitable was li- 
able to the executors for $4,699. He 
stated the beneficiary had an interest in 
the proceeds only to the extent of any 
balance after deduction of federal estate 
taxes, and the insurer was obliged to re- 
tain sufficient money to discharge the 
tax liability on the insurance. The ex- 
ecutors were thus subrogated to the 
rights of the government for collection 
and entitled to reimbursement from 
Equitable. 

The appellate court held to the con- 
trary. In substance it concluded that 
section 124 of the New York decedent 
estate law does not authorize the exec- 
utors to secure reimbursement from the 
insurer, which paid the insurance pro- 
ceeds to the specific beneficiary-assignee 
of the policy in 1937 and before any ap- 
plication was made for apportionment 
of taxes. The legislature clearly indicated 
a contrary intention as to state taxes in 
enacting section 249-cc of the tax law. 





Theret LIFE iz the BERKSHIRE 
our NEW. ee 


FIVE YEAR TERM RENEWABLE 
TO AGE 60 POLICY 


Offers the ideal solution to the problem of 





providing 


protection at very modest cost. 
For example, the benefits and provisions 
of this unique contract make it especially 


attractive 





family, hi 


At the 





The Berkshire’s Five Year Term 


provides very desirable conversion privileges. 


Complete information concerning 
this new policy is now available to 
Brokers and Surplus Writers upon 
request. 


“& f J ° - 


LIFE INSURANCE COMPANY 
pirtsrietp, Mass. GENERAL AGENT 


INCORPORATED 1851 
HARRISON L. AMBER, President 
® 


early death, a comfortable anchor to windward 
or hedge against possible financial loss to his 


The Berkshire’s Five Year Term Renewable 
to Age 60 provides life insurance protection 
for five years on a level annual premium basis. 


policy may be renewed without evidence of 
insurability, upon request and payment of the 
premium at the attained age for successive five year periods . . . except 
that the final renewal shall carry protection only to age 60. 


adequate, long term life insurance 


to the man who wants, in event of 


s estate or his business. 


end of the five year period, the 


Renewable to Age 60 policy also 


If you are a full time Agent of 
any Company we solicit your surplus 
business only. 


ANY 








It seems highly improbable that it con- 
templated a different rule with respect 
to federal taxes in an apportionment 
proceeding under the decedent estate 
law, especially in view of the fact that 
the federal law imposed no lien for taxes 
on life insurance proceeds in the hands 
of an insurer. 


Would Hold up Payments 


To hold otherwise, the court said, 
would require an insurance company to 
retain the death claim proceeds of a 
policy regardless of amount until taxes 
on insured’s estate are determined and 
their payment secured. This would so 
drastically curtail the rights of bene- 
ficiaries and interfere with the proper 
functioning of the insurance business 
“that we cannot ¢onceive that the legis- 
lature intended any such result to follow 
the adoption of section 124 of the dece- 
dent estate law enacted with section 
249-cc of the tax law as coordinate stat- 
utes to carry out the recommendations 
of the commission to correct defects in 
the law of estates.” ° 


Machine Measures 
Aptitude for Job 


That man you're thinking of hiring as 
an agent—how much of the time does 
he carry the conversational ball? Does 
he give up easily when you interrupt 
him, or does he try to talk you down? 
How long does he keep talking after an 
interruption? 

Stop-watch measurement of what a 
man does in an interview and how long 
he does it are the basis of a new ma- 
chine to measure job aptitudes. The 
machine has been used, with reportedly 
good results, to measure adaptability to 
different occupations, even to picking 
out what particular type ot selling a 
man is best fitted for. The interaction 
chronograph despite its formidable 
name, is essentially just a machine to 
time everything a man does in an inter- 
view. While the interview is going on, 
the machine’s operator pushes various 
‘buttons which make a record on a tape. 
For example, both the number of times 
a man starts talking and the length of 
time he talks have both been found to 
be significant. 

One of the things the machine shows 
up is aggressiveness or the tendency to 
dominate an interview. This varies 
widely for different types of selling. A 
man who is good where high-powered 
salesmanship is required may be too ag- 
gressive for a type of selling which re- 
quires patience and a more professional 
or counselling attitude. Yet even the 
salesman adapted to the latter type of 
selling must be quick to spot a tendency 
for the prospect to waste time and he 
must get the conversation back on the 
sales track. 

The machine was developed by Eliot 
D. Chapple, a Harvard Ph.D. 








Named Supervisor at K. C. 


W. B. Smith has been appointed su- 
pervisor in Penn Mutual Life’s Kansas 
City agency. He 
was formerly the 
agency’s district 
manager at St. 
Joseph. Mr. Smith 
graduated from 
Central Missouri 
State College. For 
seven years he was 
the principal of a 
rural high school. 
During the was he 
was a_ lieutenant 
colonel in the air 
forces and won the 
Distinguished Fly- 
ing Cross and Air 
Medal. 


Old Line Life to Move 


Old Line Life has acquired for $325,- 
000 the five-story Marquette building in 
Milwaukee for a home office. It will 
continue in the Century building until 
alterations are completed. 





W. B. Smith 






Giffin N. Y. Life 
Springfield Manager 


Earl K. Giffin has been promoted to 
manager of the New York Life’s west- 
ern Massachusetts agency in Spring- 
field, succeeding E. N. Worthen, retired. 

Mr. Giffin graduated in 1939 from 
Ithaca (N. Y.) College. In 1939-40 he 
was supervisor of public school music 
at Andover, N. Y. He joined New 
York Life in 1940 at Binghamton, N. Y,, 
and in 1942 became assistant manager at 
Buffalo. 

Following his discharge from military 
service in 1946, Mr. Giffin rejoined New 
York Life as assistant manager at Bos- 
ton. He served as secretary of the 
Boston junior, chamber of commerce 
and was active in other civic affairs, 
Last December the Boston chamber of 
commerce named him “man of the 
month.” Last January he was made as- 
sistant manager at Springfield. 





Broadbent in Seattle Talk 

SEATTLE — G. A. Broadbent, su- 
perintendent of agencies Manufacturers 
Life, U. S. division, spoke Monday at 
a luncheon meeting of the Life Man- 
agers Assn. on “Scientific Merchandis- 
ing.” 
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DOES MARVIN MOB. 
LEY’S COPYRIGHTED “FOR 
US OUR OWN” TUG AT 
YOUR HEART STRINGS? 
LISTEN: 


* 


“YES, pity the man who does 
his stint by a candle’s glow at 
dawn, with his heatless hearth, 
his cupboard bare, his fountain 
pen in pawn— 


“YEA, pity the man who’s 
owing bills when no part can 
he pay, whose health is bad— 
his business worse—who dreads 
afresh each day— 


“BUT the Widow’s plight on a 
north-wind-night and the Or- 
phan’s needs I see, do terrible 
things to my heartstrings—bit- 
terly sad to me. 


“AND we can’t do much to 
help relieve the misery widely 
sown, yet we can. insure our 
fragile lives to help protect— 


“ “Our Own, ” 
* * * 


ATTRACTIVELY SET UP IN 
FRENCH-FOLD MANNER, 
“FOR US OUR OWN”, FOR 
USE AS PREMIUM STUFFER, 
CONVERSATION ENCLOS.- 
URE, LETTER ENCLOSURE, 
ETC., PRICES START AT $3.75 
PER 100 WITH REDUCTIONS 
IN BRACKETS TO 50M AND 
OVER. 


* * 


PAUL SPEICHER 

Managing Editor 
THE INSURANCE 
RESEARCH & REVIEW SERVICE. 
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Social Schemes Hit 
at Pittsburgh Day 


Big Agenda for A.L.C.’s 
Three Regional Meetings 


Pittsburgh life companies will act as 


Palace hotel, San Francisco, May 6-7, 
are virtually completed. Many eastern 
executives, desirous of getting a picture 
of conditions in the Pacific Coast area, 
are planning to attend. 





Mutual, has resigned to join National 
Health & Welfare Retirement Assn., at 
Chicago to sell and administer group 
annuities for hospital and welfare or- 
ganizations. Mr. Lanigan had been a 











10ted to ; i . hosts for the American Life Convention All of the meetings will be devoted group man for the company since dis- 
mes | ss fora need that fe univers rnckeFQEOmg mesings eh atthe to nfrmal dicunsion, “There hs been chine at an infantry mar In 1946 He 
ing- |. ; mn Lone. | ita suitati . had been at Chicago until recently. 

eetrel ing down to the newsboy and up to the j- 16 The Pittsburgh companies will 2 heavy response to invitations, assur g 
9 from, | highly skilled professional man. O. J. entertain those attending at a cocktail ing @ full attendance at all meetings. A 
oan Breidenbaugh, yg sane party the evening of April 15. The sec- eter age ed * page © pdb ge Plaques to Newark Leaders 
i anual es mage 4 ai ee ‘talk at ond regional will be at Hotel Skirvin, ts rll pe A pro nit 4 to .. The northern New Jersey branch of 
-d New orl agy tance Dav. He said he Oklahoma City, April 20-21, with the diaceas nexaarapnade ? New York Life at Newark has awarded 
1 N.Y, | Soched the full realization of that fact Oklahoma companies acting as hosts. plaques to Joseph J. Havey for the 
nager a Hl he bag apenas son, acar. _he latter will entertain at dinner the largest volume of business in 1947 and 

agg el a. Far Past lis “News,” re- ¢Vening of April 20. . Edmond J. Lanigan, group represen- Mrs. Johannette Wallerstein for the 
military » i Ral ensaemane teh the paper Plans for the final meeting at the tative at Milwaukee for Massachusetts largest number of paid lives. 

i celv r : 

ed New |j; providing a free accident policy for 
at Bos- | him, paying for all accidents that may 
of the | occur, 24 hours a day; doctor, hospital, 
mmerce | nursing and medicine costs of any acci- 
affairs. | dent, and in addition $5 a week disability 
mber of |henefits for any time the carrier is un- 
of the fable to deliver his papers. HEALTH CENTRE 
lade as- “That is why we can truly say that Aub MANIRIER 

accident and health insurance is the 

frontier field of insurance today.” Cit- 
alk ing the definition of frontier, “the incom- ; ‘ : 
ent, su- | pletely developed region of a, field of en- You may know someone like Joe There is another side to Joe 
acturers |deavor,” he declared that “development ’ : ( 
day at of the vast areas stretched around us Gross. If So, you re extremely Gross. His business life. But 
e Man- |will bring to those who have vision to fortunate. He’s the kind of man that, too, has been devoted to 
shandigage see it a wealth of opportunities and a who is always thinking of others and, more helping others. For the past 40 years, Joe 





material return.” 
Big Expansion Taking Place 


There is an astounding awakening in 
the accident-health field. Life compa- 
nies are entering it by the score; casu- 
alty companies are flocking to it. Even 
the politician sees it as a bonanza, he 
said. “He wants it done on a wholesale 
basis with the government at the helm. 
He is capitalizing on the urgent need 
for the service that we claim to supply, 
and he proposes to meet that need in 
a mad rush to a socialistic scheme that 
will not meet that need by one complete 
major action.” 

But history shows that it was not 
government-controlled projects that de- 


important, doing for others. 


infantile paralysis victims. 


equipment. 


creed, or color. 


Ever hear of ‘‘Followers, Inc.?” Probably not. 
It’s a small group of men, and they don’t talk 
of what they do. Which is plenty. Helping 


Joe is President of Followers. 
years. No salary. In fact, he and the others 
pay to belong. They employ nurses. 
Treat New York City school 
children, free of charge, regardless of race, 


Gross has been representing the New York 
Agency of The Union Central, aiding hun- 
dreds of families to gain economic freedom 
through the sale of many millions of dollars 
of life insurance. 

Throughout the nation, The Union Central 
has many agents who, like Joseph Gross, have 
devoted their lives to the Company and its 
policyholders. And their many years of faith- 
ful, loyal service are not being forgotten by 
The Union Central. 


Has been for 


Buy 




















veloped our frontiers, but the steady 
building by pioneers—and it takes the 
same steady building to develop a pio- 
neer industry. Government has a place 
)B- in that development—but not at the 
i. helm, Mr. Breidenbaugh commented. 
Ss? O’Connor Cites Present Security 
In a similar vein, E. H. O’Connor, 
managing director of Insurance Eco- 
oes nomics Society observed that through 
at private enterprise and particularly 
th, through the insurance industry an amaz- 
ain ing web of economic protection has been 
voluntarily built up by the American 
o's people which leaves little ground for the 
mi charges of inadequacy in economic se- 
“ua curity which are advanced to support 
oe further compulsory, government social 
security. 
Life insurance protection in force in 
1a Private companies now exceeds $191 
)r- billion covering more than 75 million 
ble policyholders and the companies now 
yit- are total png eed vigor nie Ac- 
cording to the Health an ccident Un- 
ad me Conference, more than 45 . ME ritual \ Nec 
ee ~ vam ore — gies under . 
me form of accident or sickness in- 
oo surance at the end of 1947 with a total \ Money Every Month... for the Agent 
peel gv a ee sb Through a liberal pension plan devised by their Company, substantial monthly 
more millions for h ospitalization through \ ART eR checks go to qualified members of The Union Central Quarter Century Field 
Blue Cross and prepayment medical } av WIVRY \ Club who have reached retirement age after 25 or more years of continuous 
IN plans, Mr. O’Connor said. When sav- \ ce Club \ service. This plan means security for The Union Central agent who has made 
ER, ings through banks, savings and loan a career of providing security. 
OR associations, real estate, investments 
oR, and war bonds are added the total re- 
)S- sources committed to the protection of 
ve the people are $300 billion. 
NS Freedom Made It Possible 
ND Unhdmpered opportunities made such 
totals possible. It would be difficult to 
retain, thrift, ambition and industry un- 
der a comprehensive system of compul- 
sion. Therefore, it is difficult to see e ( 
how it could be argued that present 
; families and opportunities are so inade- THE Won Edi, VW LIFE INSURANCE C0 
VICE quate as to call ior an entirely new sys- r 
«B jtem, having economic and political im- CINCINNATI. OHIO 
plications which could destroy this coun- , 





try as a land of freedom and opportu- 
nity, Mr. O’Connor said. ° 
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Equitable Declines 


be available through the companies,” he 
stated, “and that in any consideration of 
the extent to which these services shall 


Chicago Congress 
















—_= 


working days. “Nobody likes to be 
sold,” he said, “but we all like to buy,” 
Mr. Walter gave the fine talk that he 




















es a . . o . 

Qu NAIFE >e permitted, the National Assn. of In- gave at the Boston convention of N.A, ( 
Group estion surance Commissioners has played and Gets Big Turnout L.U. He said, ~ pleasant, _7 known, U. 
. must continue to play a leading part. Homespun humor and sales psychol- be enthusiastic, be sincere. He espe. 

Anti-Trust Danger “With these considerations in mind, ogy of Deal H. Tompkins, Reet cated cially stressed having enthusiasm, for of ' 
Unless Restriction Study and after carefully considering the whole of Northwestern Mutual at Charleston, he said this is contagious. ie 
A subject we have concluded that if co- W. Va., enlivened the annual sales con- Jul Baumann discussed association af- Con 
Is Under Commissioners operative consideration is to > be given gress of the Chicago Assn. of Life Un- -. giving a rex urged 
o further restricting the writing Of derwriters. He had the opening spot Tried to the midy of N.A.L.U.] pare | 
; : ‘d f group life insurance, and it is to be done and competition from four outstanding at Louisville. oa cc 
Vincent S. ‘Welch, vice-president of without running the risk of possible vio- speakers, but caught the fancy of the Woodson Makes a Hit other 
Equitable yreiA has pledged the oa lation of vn sg Sea ec a it must Chicago agents with his southern idiom. BN. Wood famili Ch sales | 
operation of his company in any study be done under the leadership and con- 1 B. Baumann, Houston general . N. Woodson, familiar to Chicago ife L 
of group insurance under proper tinued observation of the National Assn. Bh! of Pacific + i and ueiiaat life insurance men as a former assistant “ct 
auspices, but emphasized such a study of Insurance Commissioners. N.A.L.U.; Graham A. Walter, Toronto manager of L.I.A.M.A. who had spoken | jomb: 
would have to be made under the lead- “We should be glad to cooperate ina manager of Canada Life; E. Richard ™any times there in association meet-]| jives \ 
ership and continued observation of the study of the group life insurance field Turpin of Prudential’s field training di- ‘8S and management conferences, said person 
National Assn, of Insurance Commis- under such auspices, but meanwhile we vision, and B. N. Woodson, executive the, average life insurance man has a] of ins 
sioners, because of the risk of possible do not think we should contribute in- vice-president Commonwealth Life, limited concept of the functions of life| cuffer 
violation of the anti-trust statutes. This formation to a study which originated [oyisvi insurance.” “I wonder if we take the of. | 
C I } ouisville, were the other speakers. ; : nage destru 
was his answer to the letter and ques- jn a suggestion on the part of the un- fensive enough in the concept of life in-| jnsurai 
tionnaire on group underwriting prac- derwriters that the companies should Tells His Sales Philosophy surance,” he asked, noting that it is an} warne 
tice sent to life companies by commit- agree to refrain from writing certain ” sos htodl : ; unusual property that a person can rent “Per 
tees of National Assn. of Life Under- types of groups which are permitted to , “Take time,” Mr. Tompkins adjured and then finally own. sek i 
writers and Life Insurance Agency be written under existing laws. Ac- iM his discussion of How to Sell Insur- Mr. Turpin gave a basic formula for| jedera! 
Management Association. In his reply cordingly, we cannot properly answer 4nce the Easy Way.” “You ask the successful life insurance selling. He} nies p 
Mr. Welch stressed the public welfare this questionnaire.” ge gg in the pote waged interview; urged first building up belief in the | ment { 
involved. et the prospect provide the answers. worthwhileness of life insurance; belief | 4. wel 
“We recognize that there is a very Ferrel M. Bean, general agent of John He said it is almost instinctive for the and enthusiasm may be intense at times§ «T},, 
important public interest in the extent Hancock in Chicago, has returned from @gent to ask the questions and then byt this intensity often diminishes. Sec-| that o 
to which group insurance services shall a six weeks’ vacation in Arizona. quickly give the answers, but this is ond, there should be belief in the im- | ise so 
=, ney aattens 4 “It’s hi portance of the job. Next, there should | corpor: 
t's his interview,” he said. t's his be belief in the safety and reliability of | ja] ha 
ae — > ay what their the institution of life insurance. Fin-| yar,” 
H cally gp a gg col ial ally, he apne. there is the factor of belief 
en eu : L ) Pros- in oneself. ; 
€* MORE PEACE OF MIND PER PREMIUM DOitag "0 spect’s reactions, letting him talk. “This Aubrey Peters of New York Life was A. E. 
ant : fo, discloses a lot of his philosophy; whether general chairman of the congress. Clar- M 
Ae 0, he’s tight. A lot - people just ae ” ence E, Smith - ghar 3 Mus utu 
Pe pay out money. Many can’t stand the association president, extended welcome. 
<. 9 me thought of long term commitments. I Chicas 
> want to find out whether he looks on . 
$ om f life insurance as a long term investment Mutual Life Promotes Two March 
— oo ‘ : 
bs cS or just as death protection. ; f pa 
°. “ WHAT MAKES ped “Don’t, in the fact-finding interview, in Treasurer's De rtment 
pee % pe splash over into selling,” he warned. Mutual Life has appointed Frank J. 
4 “ z= Wif an * ” DeFerrari as assistant treasurer and 
Ss INCOME ra) 2 5 " ovate noon : - Arthur R. Melley as cashier. 
Fy yo ; Don’t overlook his wife’s veto power. Mr. DeFerrari joined the company in 
a e It’s unlikely she’s neutral on the propo- 1917 and in 1945 was advanced to be 
= PROTECTION m sition to buy life insurance; she’s either superintendent of the cashier’s division. 
= 4 for it or against it. If the prospect and Mr. Melley joined the company in 
= am I are for it and she’s against it, the 1931 and has been an administrative as- 
fl TICK? O° ane i of making the sale are not too sistant since 1946. He is an associate 
a 4 good.” of the Life Office Management Assn. 
>. = _ Mr. Tompkins urged not having the and president of Mutual Life’s organiza- 
of cs — Hyg adverse circumstances. tion of home office employes. 
a “T want his mind wholly with me in 
: ° : °o : ; fe : : = 4 
a I's simple. The Income Protection plan pays any “| the interview,” he said; “not on his cus- Ami li 
3 sel monthly income over any selected peri- m tomers OF she telepnane. Sue prampect ae Se Sones oe annual 
= elec y income — P % | has the right to be interviewed and sold Kentucky General Agent ander 
/ od of years—10 to 50. No basic policy needed. % at his convenience.” In this connection, Ohio State Life has appointed Otis} speaker 
ro) od he stressed that whether the agent likes Amis of Lexington, Ky., as_ general] slides y. 
a It’s flexible. Now, for the first time, a buyer is = it Or not, many sales will be made at agent for Kentucky. He will have of-| pany’s 
vo 7 : P= night. ; 4 fices in the Radio building. Mr. Amis Othe: 
= not restricted to a 10, 15 or 20-year income pe- = os Tompkins said he makes about spent this week at the Ohio State home| Persons 
. riod. He may choose the exact income period 3 75 sales a year, one sale in every four office. | ri 
that suits his family need. He may also provide = a a compl 
: Mt iilee di Rinsiedshing amon ‘ | Alliance Agents Honor President K Bickel, 
. a graduated income of diminishing amount. 8 en ern ssa g 
: : ; ee balance 
“ It’s economical, Important with today’s living 2 agents | 
a costs and taxes. A 35-year old buyer can provide 5 ny 
: sibilities 
5 $100 a month payable during the next 17 years 3 nie: 
ws for only $77.10 annually. > os 
= 
8 It programs easily. Nine times out of 10, the in- & gg 
H surance needs in a programming job are income te ho dis 
. ; arr, w 
. needs. Nine times out of 10, an Income Protec- ‘3 agent’s 
= ° ildi 
3} tion plan meets them — better and at less cost. ~ building 
Q m than jus 
~ where h 
<= z At th 
2 o Henry | 
s i= Ciation | 
. oO agency 
a date. ( 
uty > e eich M 
os : 4 ose 1! 
ccidental Life | 
ae ee 
INSURANCE COMPANY of CALIFORNIA trustee. 
V. H. JENKINS, Senior Vice President 
; Bet 2 To He 
“ Business written in the 1948 president’s month contest of Alliance Life of Chicago ff 
WE PAY AGENTS LIFETIME RENEWALS — THEY LAST AS LONG AS YOU DO” resulted in a record number of applications. President M. A. Kern is shown above Raecnih 
receiving a sheaf of applications written on his birthday, and presented to him on Beach 
behalf of the field force by B. T. Kamins, vice-president and agency director (left), and lune 14 
E. G. Atkinson, agency secretary. ‘ 28-30. | 
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Allyn Suggests 
U. S. Reinsurance 
of War Risk 


Commissioner Allyn of Connecticut 
urged the insurance industry to pre- 
pare plans for operation in the event 
the country should be forced into an- 
other war. He spoke at the annual 
sales congress of the Connecticut State 
Life Underwriters Assn. at New Haven. 

“If we do have a war in which atom 
bombs are used against us the loss in 
lives will include middle-aged and older 
persons, who carry the large amounts 
of insurance, and companies will also 
suffer investment losses through the 
destruction of property in which life 
jnsuranee funds are invested,” he 
warned. 

“Perhaps the hazard should be cov- 
ered in the form of reinsurance by the 
federal government with the compa- 
nies paying a premium to the govern- 
ment for this coverage in time of peace 
as well as in war.” 

“The important point”, he said, “is 
that our federal government must de- 
vise some method to protect its citizens, 
corporate and others, against the finan- 
cial hazards inherent in an atom bomb 
war. 


A. E. Patterson Addresses 
Mutual's Persons Agency 


The Persons agency of Mutual Life in 
Chicago, which led the company for 





March and for the first quarter, held its 





H. W. Persons A. E. Patterson 


annual meeting, with President Alex- 
ander E. Patterson as the principal 
speaker. Mr. Patterson used colored 
slides very effectively to outline the com- 
pany’s 1947 operations. 

Other speakers, all of them with the 
Persons agency, were J. Dudley Miller, 
president of the National Field Club, 
A. J. Kelly, who spoke on the need for 
a complete programming job, Myron O. 
Bickel, assistant manager, who men- 
tioned the necessity of keeping calls in 
balance with training to avoid having 
agents become “curbstone actuaries,” S. 
Henry Foreman, who discussed the pos- 
sibilities of deferred compensation, P. F. 
Koenigsberger, assistant manager who 
talked on the company’s special insured 
income presentation; H. R. Shultz, who 
showed how the income tax furnishes an 
entree to prospects; Paul S. Jacques, 
who discussed direct mail, and Jacques 
Barr, who stressed the necessity of an 
agent’s deciding where he is going and 
building his plans accordingly rather 
than just going out and writing business 
where he can get it. 

At the dinner that followed Manager 
Henry W. Persons expressed his appre- 
Ciation to his associates for putting the 
agency into top position for the year to 
date. Other speakers at the dinner, 
which was also attended by the wives of 
those in the agency, were Ben Wil- 
jams, superintendent of agencies and 
G. H. Scribner, Chicago, Mutual Life 
trustee. 


To Hold Three Regionals 


Jefferson Standard’s regional sales 
meetings for 1948 will be at Myrtle 
Beach, S. C., June 1-2-3; Atlantic City, 
oe 14-16; and Estes Park, Col., June 
8-30. 
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Takes Over in La. 


E. C. Upton, Jr., 
whose appointment 
as general agent in 
New Orleans for Mu- 
tual Benefit Life was 
reported in last 
week’s issue, is tak- 
ing up his duties this 
week, following at- 
tendance at the com- 
pany’s general agents 
meeting at Boca Ra- 
ton, Fla. He is a 
C.L.U. His appoint- 
ment marks Mutual 
Benefit’s entry into 
Louisiana. 








E. C. Upton, Jr. 





Lincoln Nat'l Utah Rally 


The Thorpe B. Isaacson agency of 
Lincoln National Life held a convention 
at Salt Lake City attended by about 
75 agents from all parts of Utah. Speak- 
ers were Cecil F. Cross, vice-president 
and manager of agencies; Fred Gale, 
Los Angeles, western division agency 
superintendent; J. E. Lowry, H. L. 
Bateman and George M. Ashby. A ban- 
quet was given for the agents and their 
Wives. 


Another War Clause Case 
Goes Against Company 


The tenth U. S. circuit court of ap- 
peals has held in New York Life vs. 
Durham that a war clause, even of 
“status” type applies only during actual 
hostilities, even though a condition of 
war may technically still exist. This is 
in line with the decision of U. S. court 
of appeals for the District of Columbia 
in Stimson vs. New York Life. 

In the Durham case the circuit court, 
upholding the federal court in Utah, 
stressed the clause’s inclusion of “unde- 
clared” war, pointing out that this im- 
plied that the intention was to use the 
word “war” not in its technical or for- 
mal sense but rather in the practical 
and realistic sense in which it is com- 
monly used and understood, “in the 
sosee it bears to the hazards of human 
life.” 

The insured Lewis Durham, died 
Sept. 25, 1945, outside the home areas 
from wholly non-military causes. The 
Stinson case involved a fall from a hotel 
window in Reims, France. 


Signs N. Y. Fraternal Bill 


Governor Dewey signed the bill re- 
moving the $1,500 limit on payments on 
lives of minors payable by fraternals. 
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NSL Dividend Calculations — 


Await Zazove Decision 


WASHINGTON—Veterans Admin- 
istrator Gray has announced 400 addi- 
tional persons will be employed in in- 
surance work in the field and 800 on 
claims work, out of 3,000 employes to 
be added to VA rolls. 

VA will be ready to start on the job 
of issuing National Service Life policies 
and paying dividends following a Su- 
preme Court decision in the Zazove 
case, Gray said, and added that an esti- 
mated $12 million will be needed for this 
program. 

VA has a current backlog of 473,000 
“unassociated” NSL_ accounts, ray 
said, compared to 1 million six months 
ago and 2 million a year ago. 





Mutual Makes Three Loans 


Consolidated Retail Stores has bor- 
rowed $1,000,000 from Mutual Life. The 
borrower has issued a $500,000 note for 
10 years at 344%. The insurance com- 
pany is committed for a year to make 
an additional $500,000 loan. 

National Oats Co. has ‘borrowed 
$800,000 on a 10-year 344% note. 

Standard Royalty Corp. has obtained 
a $425,000 oil production loan. 
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Illinois Assn. Eyes Financing Problems 


(CONTINUED FROM PAGE 2) 





ably better than the average doctor or 
lawyer. As for personal satisfaction 
from his job, he said the agent is the 
only man who can help a client while 
he is living and when he dies. 

Presiding over the round table was its 
chairman, Harold H. Hensold, North- 
western Mutual, Danville. The secre- 
tary, Joseph Carmen, Prudential, Chi- 
cago, distributed life membership cer- 
tificates to those who have qualified for 
three consecutive years. 

George Robson, vice-president of 
Continental Assurance, endorsed the use 
of considerable amounts of term insur- 
ance to protect the young family man 
during his early years. He said that 
quantity term protection is what is 
needed by the young breadwinner and 
he can’t afford to pay for a similiar 
amount of permanent protection. Term 
he can convert to permanent forms 
when his income has increased and 
when the need for really high limits of 
protection for his wife and young chil- 
dren is past. Meanwhile he protects 
his insurability. 

Mr. Robson stated there is no indica- 
tion that the “honeymon is over” as 
far as life insurance selling goes. Life 


insurance is the biggest bargain today, 
because it costs no more than it did be- 
fore the war. The life insurance com- 
panies have weathered two wars and 
high inflation which in many respects 
is worse than war. He pointed out that 
additional insurance is an even greater 
bargain to a man than the original cov- 
erage, saying that the second $10,000 in- 
creases in value 46%. 

Many an agent fails to point out to 
the prospect and his wife the grief and 
trouble she will have to go through if 
they do not take out life insurance. 
Agents need to spend time on their 
technique, eliminating phrases which are 
not readily understandable by the lay- 
men, he indicated. Many an agent will 
avoid selling term insurance where it is 
actually needed on the grounds that the 
commission is not worth his time. This 
is a false way of looking at it, because 
in almost every instance term insurance 
is merely a stepping stone to later per- 
manent insurance from a man who will 
be a lifetime client. 

George Laikin, Chicago attorney and 
tax consultant, commented without elab- 
orating that the new income tax law, 
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which was being passed by Congress as 
he spoke, will mean a field day for the 
attorney and life insurance agent. 
Small businesses often have a greater 
need for business insurance than large 
concerns, ‘because they are faced with 
the necessity of stretching their small as- 
sets to do a big job, he declared. He 
characterized as one of the main prob- 
lems in survivor purchase agreements 
that of fixing values. Book values are 
inaccurate for most purposes, because 
such valuation ignores good will, a 
highly important consideration in most 
enterprises. He advocated that values 
be fixed at a definite date prior to death. 
This avoids inventories after death 
which bring a nest of problems. If the 
principals involved in a firm get to- 
gether and between themselves decide 
on the value of their association, they 
will probably be able to appraise such 





intangibles as good will more accurately 
than anyone else would. The fact that 
each man expects the others to die first 
acts as a leavener. 

He advised his hearers not to rug 
away from uninsurable persons in bys}. 
ness insurance, because annuities can he 
used for this purpose. Mr. Laikin likes 
to use a trustee in business agreements, 
feeling that a third person imposes 
stability that would ordinarily be lack. 
ing. 

He warned that business insurance 
agreements do not totally block the 
claims of creditors. However, if the 
business has many creditors, chances 
are it is insolvent and not worth the 
time of the life inurance agent. He ad- 
vised agents to sign up business men 
while they are young, while values are 
low, while the insurance is cheap and 
while they are still insurable. 
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the business two to five years and par- 
ticularly for agents who have reached 
a production plateau, as so often hap- 
pens when they have been in the busi- 
ness about that long. 

Discussing the life underwriter infor- 
mation index, a multiple-choice type of 
examination, he said it not only shows 
the faculty how much the student knows 
but also shows the students that they 
don’t know as much as they thought 
they did. The test, he said, is tough. It 
has to be, in order to differentiate be- 
tween the superior agent and the aver- 
age student. j 


Analyze Last 10 Cases 


Analysis of the agent’s last 10 paid 
cases throws valuable light on an agent’s 
methods. Too many policies of the same 
type may mean he is peddling policies 
rather than selling on needs. Also it 
shows why a man may not. be earning 
as much as he might. For example, one 
agent had five $1,000 cases in his last 10. 
He argued that they wasted little of his 
time, for he just “picked them up as he 
went along.” However, questioning 
brought out that it had taken him 26 
calls to close the five $1,000 cases as 
against 24 calls to close the other five 
cases totaling $45,000. 

The L.U.T.C. course stresses market 
analysis so the agent will know the 
vital necessity of developing his best 
market and not be led astray into other 
and less profitable fields. One trouble 
with the endless chain method, in addi- 
tion to running out after about two 
links, is that it is apt to lead the agent 
out of his market. If the agent plans 
to work among people in a certain in- 
dustry, Mr. Zalinski said he should 
know as much about the business in 
which he wants to work as if he ac- 
tually were in that business. 

L.U.T.C. does not teach any special 
technique of selling, said Mr. Zalinski, 
since companies or agencies usually like 
to teach their own. L.U.T.C. does, 
however, try to get agents to think 
straight, for example, not assuming too 
much life insurance knowledge on the 
part of the prospect or of the agent 
himself. 

Semantics are also stressed. For ex- 
ample, “executor’s fund” sounds better 
to the prospect than “clean-up” fund. 


Van Leuven on Training 


V. V. Van Leuven, manager New 
York Life, Milwaukee, stressed the im- 
portance of the old organization in an 
agency not confusing the new men with 
their own methods, which may be dif- 
ferent from the standardized sales train- 
ing course. He said there is nothing 
worse than having to re-train a man 
after he has been confused by varying 
answers to his questions. 

He advised taking the old organiza- 
tion into one’s confidence. These older 
men can help and want to help, if the 
manager will show them how. “Most 
of all we owe real training to the young- 
er men so they will achieve what they 





were promised the business would do 
for them . 

Mr. Van Leuven showed, with charts, 
how he explains the various elements in 
the life insurance policy and how they 
are integrated. 

Discussing agency morale, he said, it 
can ‘be built “if the agents feel you're 
one of them, that you're on their side 
and will and can help them if they have 
problems, treat’ every one alike and 
know your business.” “Knowing your 
business,” he said, means not only know- 
ing what life insurance is and how to 
sell it but having the ability to hire and 
train the kind of men they would be 
proud to be associated with. 

William E. North, New York Life, 
association president, introduced _ the 
speakers, as R. W. Frank, State Mutual, 
the program chairman, had a_ severe 
case of laryngitis. The next meeting 
will be May 6. 


Great-West Opens Branches 
at Newark and Spokane 


Great-West Life has opened a branch 
in Newark with Verne K. Pitfield as 





Vv. K. Pitfield J. W. Harris 


manager and at Spokane with James W. 
Harris as manager. 


Mr. Pitfield, who has qualified for the «| 


1948 and 1947 Million Dollar Round 
Tables, has been representing Great- 
West Life in Newark. Before that he 
was with Connecticut General Life for 





12 years as an agent. 

Mr. Harris, a C.L.U., has been with 
Great-West Life since 1937 except for 
four years in the Canadian: air force. 
He has been a supervisor in the Winni- 
peg branch, which is the company’s lead- 
ing Canadian office. 





List Tenn. Caravan Speakers 


Speakers for the Tennessee associa- 
tion traveling sales congress, which 
will be in Knoxville April 13; Chatta- 
nooga, April 13; Nashville, April 15, and 
Memphis, April 16, have been announced 
by Harry M. Watson, Knoxville, pro- 
gram chairman. They are Hilbert Rust, 
R. & R. Service; Arthur Priebe, Rock- 
ford, Ill., Penn Mutual; Herbert R. 
Hill, N.A.L.U. trustee, Richmond man- 
ager for Life of Virginia, and Charles 
E. Fritsche, educational director Genera 
American Life. 
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Hughes Controller 
of Pan-American 


Pan-American Life has created the 
ofice of controller and has appointed 
Joseph W. Hughes controller and Ed- 
ward J. Thomas, Jr., assistant controller. 
The move will consolidate the account- 
ing system. 

Mr. Hughes, formerly with Security 
Mutual Life of Binghamton, is the 
author of a special manual for Interna- 
tional Business Machines Co. on the use 
of their machines in life company cal- 
culations. He also assisted the joint 
committee of the Actuarial Society in 
calculating the new mortality tables. 

Mr. Hughes has been with Pan-Amer- 
ican since 1927. Just before the war he 
was manager of its policy service and 

















Preston Ky. Home 


Mutual Agency V.P. | KENTUCKY HOME MUTUAL 
Kentucky Home Mutuat tite ms | [LIFE INSURANCE COMPANY 


elected James A. Preston as vice-presi- 
dent and director LOUISVILLE, KENTUCKY 
of agencies. Mr. ~ ‘ot. 

Preston, a native of 


Texas, entered the Statement 

life insurance — 

ness in 1919 an 

tend bide dans As of December 31, 1947 
al producer, general * 

agent, and also has 

had extensive ex- Assets 


perience in train- 
ing and organiza- 
tion work. For the 
past several years 
he has been direct- 


Cash in Banks and Home and Branch Offices.$ 478,059.78 
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' United States Govern- 

ee ee ment Bonds .......... $4,649,950.00 























research division. He served in the 
army as a captain. He is an associate force of Columbus 
of the Life Office Management Assn. Mutual Life. In that post he deveioned Municipal Industrial and 
3 a new application of “package selling ‘ : 
American United Awards He not only doubled the company’s pro- Railroad Bonds ....... 113,510.80 
Eight Butler Scholarships ——_ucon,ut ato feubled the size of | Guaranteed Building and 
Tice ree Mess a connection he will be in complete chases Lome Staeies. =... 25,000.00 
scholarships for the current school wae. oe ee Be ge ae Aca Due and Accrued Interest 8,632.12 
The sg hag 1 fund was established cy 7 ec . { 
last year by the insurance majors of . 
junior standing or better who exhibit List Features of Forum 4,797,092.92 
potentiality for success. Planned by C.L.U. of N. Y. Real Estate Mortgage Loans: 
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tion, April 19. ice. Reserves for Policyholders .............. $11,010,,024.07 
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ib ow Reserves for Premiums and Interest Paid in 
USUAL TAILOR-MADE PLANS INCLUDES: Yn RCTS Ikari 34,841.05 
OUR PORTFOLIO OF UNU ps0 Reserves for Taxes Payable 1948.......... 42,348.20 
@ The Quality se R for all other liabiliti 26,767.62 
@ Student's Medical Expen eserves Tor a. omer liabilities. .......... F ; 
© Camper's Reimbursement Ze Reserve for revaluation of contract liabilities 103,179.00 
r 
@ Professional or Association 
jour PLANS $11,509,672.99 


CTE we ORERAGE FACILITIES Surplus for Contingencies................ 393,007.13 


COMPLETE 


Surplas Unallocated). fi. 65 cee cere 370,000.00 
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EDITORIAL COMMENT 





The Summarizer: Key Man on a Program 


Within the last 10 years there has 
been an increasing tendency to have 
as the concluding speaker on lengthy 
programs a summarizer who reviews 
what the other speakers have said. This 
is an excellent idea. Having someone 
integrate the different talks makes it a 
lot easier for the audience to take home 
something of value rather than merely 
brilliant confusion. It is a tough spot 
to fill, however, for the audience about 
that time is getting weary and is in no 
mood to pay strict atention to some- 
one who drones on, repeating what the 
others before him have said. A good 
summarizer, on the other hand, can 
make even a good program look better, 
in retrospect, than it actually was. 

Outstanding in the select group of 
top-notch summarizers are such men 
as Vincent B. Coffin, vice-president of 
Connecticut Mutual, John Marshall 


Improving on “Street 


Ray T. Wright, Provident Mutual, 
Lawrence, Kan., makes some interesting 
comments on our use of the term “street 
agent” in an editorial in the March 26 
issue. He says that “to my way of 
thinking the connotation of the words 
‘street agent’ is all wrong” and that 
“this, of course, stems from public an- 
tipathy in the early days to the lightning 
rod agent, the book agent and the life 
insurance agent.” He makes the point 
that since those days life insurance pro- 
ducers have come a long way in estab- 
lishing themselves as professional men 
and asks, ‘““Why then should we of our 
own volition give ourselves a push in 
the face, figuratively speaking, in the 
eyes of the public, by the appellation of 
‘street agent’?” 

Mr. Wright’s question serves to call 
attention to a deficiency in life insurance 
terminology. The proverbially rich 
English language still lacks a specific 
word meaning a person who sells life 
insurance and has no supervisory duties. 
For a one-word designation, “agent” 
seems to come the closest to filling the 
bill. The term “street agent,” inciden- 
tally, was not something we can claim 
credit for thinking up but was intro- 
duced or at least popularized by the 
leaders in the intensive effort of a year 
or so ago to get a greater representation 
on the National Assn. of Life Under- 
writers’ board of trustees for those en- 
gaged solely in selling. We have no 
particular fondness for the term but it 
does have the merit of being entirely 


Holcombe, Jr., managing director of 
L.I.A.M.A., and Claris Adams, presi- 
dent of Ohio State Life. Their tech- 
nique is not only to summarize what 
other speakers have said but to give 
their own comments on points pre- 
viously highlighted, to enlarge on the 
subjects discussed and even present 
material untouched by other speakers. 
To the list of adept and clever sum- 
marizers should be added the name of 
‘Charles H. Heyl, vice-president of 
Bankers Life of Nebraska, for his able 
performance as the final speaker at the 
recent smaller-companies conference of 
L.I.A.M.A. in Chicago. 

There is a distinct art in this sum- 
marizing job. Others who are assigned 
to this difficult spot on a program can 
learn much by studying the.technique 
employed by the small group of past 
masters. 


Agent” 


clear to everyone in the life insurance 
business.. The danger of its being used 
outside the business is very remote, as 
it seems too esoteric to catch the public’s 
fancy. And anyway, even in the busi- 
ness it is seldom necessary to use a term 
like “street agent” or “soliciting agent” 
as the term “agent” by itself is generally 
sufficiently clear. 

Instead of “street agent” Mr. Wright 
suggests using the “terminology and 
designation of the name of our national 
organization, ‘underwriters.’” The trou- 
ble with that is that it covers too much 
territory to be used as a synonym for 
“street agent.” As Mr. Wright men- 
tions in his letter, the N.A.L.U. is com- 
posed of general agents, managers and 
personal producers. It also includes su- 
pervisors, unit managers, assistant man- 


agers, associate managers, assistant 
general agents and associate general 
agents. Also there is the earlier and 


more precise meaning of “underwriter” 
as one who passes upon and assumes an 
insurance risk. 

We have made no survey, but we be- 
lieve that the public looks upon the man 
who sells insurance as an agent and 
considers underwriters to be those su- 
perhumanly astute fellows at a place 
called Lloyds in London or else the 
people who own the laboratories that 
put labels on electrical appliances. 

However, there is this consolation for 
those who may sometimes be discour- 
aged at their efforts to popularize a 
synonym for “agent” that is more to 


their liking: It doesn’t much matter in 
the long run what label you fasten on a 
man. It’s what he does and how he acts 
that counts. As standards in the busi- 
ness have risen, so has the public’s re- 
gard for the designation “agent.’- As 


these standards become even more 
widely observed in practice, we predict 
that the term “agent” will acquire al] 
the lustre that even the most profes- 
sional of life insurance producers could 
want. 


In the Man-Bites-Dog Class 


If anyone in the life insurance busi- 
ness had been told 20 years ago that he 
would live to see men paying substantial 
fees to employment agencies to get them 
jobs selling life insurance, the reaction 
doubtless would have been anything 
from polite amazement to a derisive 
guffaw. Yet that has happened in at 
least one case that we have heard about 
and very likely there are others. 

Not only did this man pay the fee 
but after six months, in which he has 
made an excellent record, he regards it 
as a very sound investment. This man 
was a successful sales representative for 
a large oil company but he could see 
that the job was leading him nowhere. 
It was pleasant but there was no pres- 
sure on him to do better. He wanted 
to be put under pressure for good re- 
sults and to be paid accordingly. He 
took an aptitude test at the University 
of Chicago and was informed that sell- 
ing ability was his strong point. He 
went to several employment agencies 
looking for a sales job, though not 


purely on a commission basis. He didn’t 
have insurance in mind. 

One agency that was familiar with the 
recruiting and training methods of 
Home Life of New York put him in 
touch with that company. After pass- 
ing Home Life’s comprehensive series of 
aptitude tests and interviews, he was 
taken on and put on a salary basis, the 
Home Life’s usual system of starting 
men, 

Life insurance has passed an im- 
portant milestone when selling it can 
be regarded so highly that men will pay 
an intermediary well for getting them 
jobs in that field. It is evident that the 
salary basis was an attraction in this 
case though that was only part of it, 
for the man had already been on a 
salary basis in his old job and what he 
wanted particularly was sales work 
where there was a financial incentive 
to lead him on to doing his best work, 
and he could be confident that the mone- 
tary results would reflect the effective- 
ness of his efforts. . 








PERSONAL SIDE OF THE BUSINESS 





Thomas B. Winters of Columbus, O., 
has just completed 30 years with Mutual 
Life. He was tendered a _ luncheon. 
He joined the company at Ironton, O., 
in 1918 and moved to Columbus in 1919. 
He has qualified 19 times for the com- 
pany’s honor clubs. 

Samuel B. Gerwood has just rounded 
out 40 years with Midland Mutual Life. 
He is with the Tice-Jeffers agency at 
Columbus. 

O. Lynn Smith, Connecticut Mutual 
general agent at Wichita, was honored 
upon completion of 25 years with his 
company. Joining the company in 1923 
following graduation from University 
of Nebraska, he was appointed Wichita 
general agent in 1930. He is a past 
president of the Wichita Life Under- 
writers Assn. and Wichita General 
Agents & Managers Assn. 

Miss Cecile Sullivan of Washington, 
D. C., last month led all agents of Bank- 
ers Life & Casualty, the first woman to 
win that honor. Miss Sullivan, a former 
secretary at the Polish embassy, joined 
Bankers L. & C. less than five months 
ago. 

Arthur M. Collens, president of Phoe- 
nix Mutual Life since 1935, has com- 
pleted 25 years’ service as an executive 
of the company. A graduate of Yale in 
1903, Mr. Collens was engaged in the 
investment: business in Pittsburgh and 
New York until 1916, when he became 


manager of the newly formed invest- 
ment bureau conducted jointly by Phoe- 
nix Mutual, Phoenix Fire and later by 
Connecticut Mutual Life. In 1823 he 
resigned to become financial vice-presi- 
dent of Phoenix Mutual. For many 
years Mr. Collens has served on the 
National Industrial Conference Board 
of which he has been a vice-chairman 
since 1946. 

Lloyd O. Swanson, general agent of 
National Life of Vermont, conducted a 
seminar on life insurance at St. Olaf 
college, Northfield, Minn. 


DEATHS 


George D. Lyons, 49, Iowa claim 
manager of Aetna Life and affiliated 
companies, died of a heart ailment at 
Mayo Clinic, Rochester, Minn. Burial 
was at Des Moines. 

G. P. Haselden, 57, district superin- 
tendent at Orangeburg, S. C., for Caro- 
lina Life, died there. He had been with 
the company in an executive capacity 
10 years. 

Mr. and Mrs. James C. Liggett of 
Columbus were killed near Lodi, O., 
when their automobile crashed into a 
truck which had failed to stop for a 
red light. Mr. Liggett formerly was 
with Equitable Society at Columbus and 
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for 10 years had conducted a mortgage 
loan company, placing loans for a num- 
ber of life companies. 

Charles E. Ward of Redwood City, 
Cal, a member of the San Francisco 
agency of Bankers Life of Iowa since 
1944, died of a heart attack. 


—.—————— 


High Powered Penn 
Mutualists’ Ideas 


s Following the Quarter Million-Dollar 
Club conference of Penn Mutual at Boca 
Raton, Fla., there were two days of 
special meetings for producers of half 
a million or more. Frank B. Runyon, 
director of public services, was chair- 
man of the first session and William W. 
Bodine, financial vice-president, treated 
procedure in an investment department, 
while Warner F. Haldeman, associate 
counsel, gave a summary of the law of 
trusts. There followed a panel on the 
new market for deferred compensation 
led by William J. Probst and Aaron M. 
Royal who are in charge of pension 
q/plan business. 

» Mr. Royal said that whereas in the 
past the use of deferred compensation 
as a form of pay had been principally 
employed on behalf of executives of high 
earnings, today because of the income 
tax differential between individuals and 
corporations it is worth considering for 
any employe who is earning $25,000 a 
year or more and may even be desir- 
able for other reasons for employes in 
the lower earning brackets. Although 
this more widespread use of deferred 
compensation plans is due to current 
economic conditions, such plans, if 
soundly conceived, are not tax dodgers, 
but are the result of the increased dif- 
ficulty of the higher paid executive to 
build up adequate funds for the support 
of his family and imself. -Low interest 
yields and high income taxes have seri- 
ously impaired his ability to accumulate 
sums for future use. Perhaps a better 
name for the plan would be salary con- 
tinuance. It recognizes the growing 
concept that a pension should be part of 
the employe’s compensation. 


Business Insurance Experts 


The panel on business insurance fea- 
tured Thomas M. Scott, Philadelphia; 
Tom E. McCary, Jr., St. Louis; and 
Staanley N. Murphy, Jackson. 

Mr. Murphy observed many business 
men will talk at length of their busi- 
ness, but will fold up when one men- 
tions family protection. “In talking to 
partners avoid talking with both part- 
ners in the first interview but arrange 
to see them individually. And then 
avoid generalities and use direct facts 
but don’t endeavor to sell on the first 
interview. Use the first interview to 











Design Acclaimed 
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The housing research section of Manu- 
facturers Life’s mortgage department has 
evolved a three-bedroom house design that 
is meeting with considerable public ap- 
proval. It was featured in a display ar- 
ranged by Eaton department store in Tor- 
onto, which built a scale model of the 
house and also erected five full-size rooms, 
complete with furnishings and decorations. 
The display will appear later in Montreal, 
Hamilton and Winnipeg. 





secure facts without quoting a rate. The 
cost angle becomes secondary anyhow, 
and Mr. Murphy said he doesn’t at- 
tempt to sell without a visual aid. 

Mr. McCary thought that agents are 
missing many prospects for small busi- 
ness cases from new stores, shops, part- 
ners, key men and changes in ownership. 
The cases are substantially larger than 
the average personal sale, plus the fact 
that in the majority substantial addi- 
tional personal insurance can be placed 
later on. 

The wind-up of the conference was a 
panel of Penn Mutual Millionaires. The 
chairman was Sadler Hayes, New York 
City, the company’s leading producer. 
He said that so many times men have 
told him they are poor prospects but he 
ignored this and continued on in his in- 
formation-getting interview. Upon pres- 
entation of an overall automatic pro- 
gram for estate conservation and tax 
savings, they bought. 





Company Statement Figures 


Show Continued Gains 


Assets of Bankers Life of Nebraska 
at Dec. 31 were $53,440,846, up $2,685,- 
640. Insurance in force is $217,994,380, 
up $23,641,803. New business, including 
insurance revived and increased, was 
$37,892,106, a new high and up 4.36% 
over 1946. 

Principal asset items are $38,570,522 











YUM 


Increased “Packaged Profits” are assured when you 
sell Columbus Mutual’s “Life Package.” The records of 
hundreds of salesmen prove it. So if you are not 


acquainted with this unique method of insurance selling 
you'll find our sample portfolio—sent without 
obligation—especially interesting. 


The COLUMBUS MUTUAL 
LIFE INSURANCE COMPANY 
D. E. Ball, President 


Columbus 16, Ohio 





in bonds, of which $18,765,456 are U. S. 
governments; $7,521,393 in mortgages 
and $2,446,438 in stocks, all of which ex- 
cept $213,875 are preferred. During 1937 
the company disposed of all- remaining 
farm real estate except one farm that 
will be disposed of this year. Policy- 
holders surplus is $4,768,893. 





KENTUCKY HOME MUTUAL 
Assets of Kentucky Home Mutual 
Life at Dec. 31, were $12,272,680. Un- 
allocated surplus is $370,000 while sur- 
plus for contingencies is an additional 


$393,007. The company has $4,797,092 
in bonds and stocks of which $4,649,950 
are U. S. governments. It has $1,150,- 
452 in mortgages and $2,785,430 in real 
estate with accrued earnings. Insurance 
in force is $44,215,669. 





Named Newark Manager 


David G. Miller has been appointed 
Newark branch manager of the 
New York City agency of Union Cen- 
tral. He was with Provident Mutual 
in Newark and has 25 years of experi- 
ence in the business. 












It wasn’t just luck 


I’ve found out that the breaks 
come to the trained man who 
is able to capitalize on them. 
That’s one reason I’m sold on 
Protective Life. Theirs is a 
fine training program, and it’s 
mine for the asking! 


“T just sold 
ANOTHER 


Big Policy 
and 





I know how 


I did it!” 





GENERAL AGENCY 
OPENINGS IN TEXAS, 
KENTUCKY, NORTH 
CAROLINA, FLORIDA 


New Compensation Plan—Including liberal first- 
year and renewal commissions, vested renewals, 
lifetime service commissions, non-contributory re- 
tirement plan, group life insurance, hospitalization 
and surgical benefits, and a special cash bonus for 
persistency. 

Training—Continuous office and field training in 
successful sales methods, consisting of a 5-point 
learn-as-you-earn program. 

A Complete Line of Policy Contracts @ Ordinary 
© Group Life and Disability @ Group Hospitali- 
zation with Suraical Benefits. 

Personal Relationsbip—Agency operations are ex- 
ceptionally flexible so that we can do things the 
way you want them done. 

Interested?—Write today for details. 


Why the 


PROTECTIVE LIFE 


for Career Men? 
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LIFE AGENCY CHANGES 





Emde Succeeds Baker at 
Dayton for Union Central 


Herman C. Emde has been appointed 
manager for Union Central at Dayton, 





H. C. Emde R. T. Baker 
oe succeeding Ri] T. Baker, who is re- 
iring from managerial duties. 

Mr. Baker is completing his 50th year 
with Union Central. Until 1907 he rep- 
resented the Springfield, O., agency as 
district manager at Greenville. He was 
appointed supervisor in charge of the 


now under the Dayton 
agency. In 1900 the present Dayton 
agency was organized with Mr. Baker 
as manager. He will remain with the 
agency as general manager and devote 
his business activity to his personal cli- 
entele. 

Mr. Emde has been assistant manager 
at Indianapolis since 1940. Born in Ger- 
many, where his father was studying 
for a doctor’s degree in engineering, Mr. 
Emde entered the United States at the 
age of three. He attended Wayne and 
Purdue universities. After leaving col- 
lege, Mr. Emde became a securities 
salesman and later manager of the Ohr- 
strom Company of Milwaukee. He en- 
tered life insurance in 1933. 


same territory 





Lane Becomes Life Manager 
for Cramsie-Laadt 


Thomas O’C. Lane, who has been su- 
pervising production in the life insur- 
ance department of the ‘Cramsie-Laadt 
& Co. general insurance agency of Chi- 
cago, which is general agent for North- 
western National Life, now has been 
advanced to manager of the life agency, 
with full executive responsibility. The 





Strictly Up to Date 


Preferred Risk Whole Life 
Whole Life Convertible 
Double Protection to 60 or 65 
Regular 1 to 20 Year Term 
Renewal Term to 60 or 65 
Juvenile Plans 





Crown Life Policy Plans and Benefits 
are “modernized” to enable more of our 
representatives to better serve more of 


their clients. They include: 


CROWN LIFE 


cu INSURANCE COMPANY 


The Crown Life is now licensed to operate in 
New Jersey — Ohio — Michigan — Indiana 
— Missouri — Minnesota — Washington — 


California — Texas — Louisiana — Idaho. 


Par. and Non-Par. 

Monthly Income Disability 
Single and Double Family Income 
Annuities and Pension Plans 
Group and Wholesale 


Prepayment of Premiums 


Home Office 
Toronte — 











agency has shown marked improvement 
in life production under his direction. 
‘Cramsie-Laadt wound up 1947 in 10th 
place country-wide on a paid new busi- 
ness basis in Northwestern National, 
having had particular success in selling 
that company’s combination package of 
group accident, health and hospitaliza- 
tion insurance in conjunction with 
group life insurance and group pensions. 





Prudential’s Agencies to 
Handle All Tex. Group Work 


Texas group insurance activities of 
Prhdential will hereafter be handled 
through its Texas agencies. With or- 
ganization and training work completed, 
Donald D. Doring, who has been serv- 
ing as regional sales manager, with 
headquarters in Houston, has been re- 
turned to the home office preparatory to 
taking charge of group sales activities in 
the new western head office in Los An- 
geles. 

Following Prudential’s return to 
Texas in the fall of 1946, Mr. Doring re- 
cruited and trained R. P. Allen, Ber- 
trand O. Baetz, Roy Cox, Jr., and G. M. 
Hamilton, Jr, Under the new set-up, 
Mr. Allen becomes an assistant man- 
ager in charge of group in the Dallas 
agency, while Mr. Baetz and Mr. Ham- 
ilton will have similar positions in San 
Antonio and Forth Worth. Mr. Cox 
will be located in Houston ‘but will op- 
erate throughout the state. 


Commonwealth Makes Shifts 


in Industrial Agencies 


R. E. Griffith, Pikeville; Ky., manager, 
becomes manager at Charleston, W. Va., 
for Commonwealth Life’s industrial de- 
partment. Oscar Johnson, Charleston 
manager, becomes Knoxville manager. 
John W. Wickersham, assistant manager 
at Muncie, Ind., becomes manager at 
Memphis. The Owensboro, Ky., district, 
under Robert H. Brechenridge, has been 
expanded. 

The following have been promoted to 
assistant managers: N. M. Clark and G. 





F. Knittle, Evansville; D. B. Triplett, 
Jr., Frankfort, Ky.; W. F. Jackson, 
ap lark R. F. Sandford, Ashland, 


. J. C. Crandall, Muncie; T. E. Baze- 
mel Gadsden, Ala.; J. L. Fransy and 
R. S. Hayden, Owensboro. 

Grover Williamson, assistant manager 
at Pikesville, becomes assistant manager 
in charge there. Palmer Durham _ has 
been appointed field supervisor. 





American Nat'l Opens 
Three Ordinary Agencies 


American National has ‘been licensed 
in Nebraska and has opened ordinary 
agencies at Omaha and Norfolk. Conn 


W. Moose, formerly general agent in 
Omaha for Guarantee Mutual, heads 
the Omaha agency. He _ will have 


charge of the southern half of the state. 
Alfred J. Hiller becomes branch man- 
ager at Norfolk and will have the north- 
ern half of the state. He was previously 
general agent for American Reserve at 
Omaha. He started in 1938 as an agent, 
later becoming district manager and 
then general agent. 

Andrew J. Bettwy has been appointed 
general agent and will open a new ordi- 
nary agency in Marshall, Tex. Mr. 
Bettwy began his life insurance career 
after having retired from the army be- 
fore the last war but was called back 
into service in 1942. He was retired 
again this year after attaining the rank 
of colonel. 


Bankers, Ia., Puts Klondike 
in Nashville Post 


Frank Klondike, supervisor in the 
Elgin, Ill., agency since 1946, has been 
appointed manager for Bankers Life of 
Iowa at Nashville. He succeeds E. H. 
Blair, who will devote his entire atten- 
tion tb tax and business insurance and 
estate planning. 

Mr. Klondike joined the company in 
1940 at Elgin and became district agent 





i 


in 1943. He was president of the Elgin 
Life Underwriters Assn..in 1945-46. He 
has made the Bankers Life President's 
Club every year 1942-47 inclusive and 
earned the National Quality award 1945. 
47 inclusive. 





Commonwealth Opens New 
Office in Chattanooga 


Commonwealth Life has opened a new 
ordinary agency in Chattanooga with 
Thomas J. Mockbee as manager. Ro. 
land Darnell will succeed Mr. Mockbee 
as unit manager at Jackson, Miss. 

Mr. Mockbee joined Commonwealth 
in 1946 as an agent at Jackson and early 
in 1947 was promoted to unit manager 
there. Mr. Darnell has served as an 
agent at Jackson since 1946. 


Broadbent Taking Charge 
of Vancouver Branch 


J. A. Broadbent, superintendent of 
agencies of the U. S. division of Manu- 
facturers Life, has been appointed 
branch manager at Vancouver, B. C.,, 
effective July 1. 
standing record with the company for 
11 years, starting in the field as an 
agent. 


R. E. Bunting Advanced 


R. E. Bunting has been appointed 
manager of Prudential’s district 4 office 
in Pittsburgh. For the past five years 
he has been assistant manager in De- 
troit. He replaces W. R. Bedillion who 
retires after 32 years with Prudential, 17 
of them as manager at_ Pittsburgh. 

Mr. Bunting joined Prudential as an 
agent in Detroit in 1939. He was among 
the company’s sales leaders in 1946 and 
1947, ending both years in the “top 10.” 


B. W. Friedman Promoted 


NEWARK—Arthur Lewis, Newark 
general agent of Pacific Mutual Life, 
has announced the promotion. of Ben 
W. Friedman to assistant manager. He 
will specialize in induction, supervision 
and training of new personnel. 


H. J. Stagg Advanced 


Howard J. Stagg, 3rd, has been ap- 
pointed assistant manager of Connecti- 
cut General’s Newark agency, with 
which he has been associated since 1946, 
specializing in personal estate planning. 


Named by Gen'l American 


Theron E. Roberts has been appointed 
district manager of General American 
Life at Diamond, Mo. He served in the 
Missouri legislature 1935-38 and in the 
senate there in 1939. He entered the 
army in 1940, emerging as a colonel. His 
wife was formerly an agent at Jefferson 
City, Mo. 


Michaels Buffalo G. A. 


Richard W. Michaels has been ap- 
pointed by Federal Life & Casualty a§ 











general agent for western New York,’ 


with headquarters at Buffalo. James L. 
Reilly 
of the new agency. 
been in the general insurance business 
for 11 years at Buffalo. 


O’Connor Joins Souder 


George T. O’Connor, formerly super- 
visor for Central Indiana of Great- 
West Life, has joined the newly-formed 
William S. Souder agency, Indianapolis, 
as manager of the life department. 
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—__NEWS OF LIFE 


ASSOCIATIONS 





Zimmerman Addresses 
Conn. Sales Congress 


Charles J. Zimmerman, assistant man- 
aging editor of L.1.A.M.A., addressed 
the annual sales congress of the Con- 
necticut Life Underwriters Assn. Fri- 
day in New Haven. 

Morning speakers included Fred 
H. White, Connecticut Mutual, Buffalo; 
Glenn Drake, director of the Glenn 
Drake schools, Chicago; David B. Flue- 
or? Northwestern Mutual, New 
York City. 

Commissioner Allyn of Connecticut 
opened the afternoon program. Other 
speakers were Arthur H. Dalzell, co- 
ordinator of sales promotion John Han- 
cock, and Mr. Zimmerman. 

The meeting was officially opened 
by Stanley J. Lonsdale, president of the 
Connecticut association. 

There was a luncheon for associa- 
tion officers, committee chairmen, and 
speakers. Charles K. Gordy, general 
agent Fidelity Mutual was program 
chairman. 


Strong. Card at Waterloo 


The annual sales seminar of Waterloo 
(Ia.) Assn. of Life Underwriters will be 
held April 9. Speakers will include Ben 
F. Williams, superintendent of agencies 
of Mutual Life; Roy Swarzman, assist- 
ant lowa manager of Equitable Society; 
Lloyd Gettys, Davenport, manager of 
Mutual Life, and Francis L. Merritt, 
vice-president and director of agencies 
of Central Life of Iowa. 





Columbus Speakers Listed 


At the sales congress of Columbus 
(O.) Assn. of Life Underwriters April 
16, Joseph H. Reese, Penn Mutual, 
Philadelphia, will speak on “Responsi- 
bility and Profits’; William T. Earls, 
Connecticut Mutual Life, Cincinnati, 
“Business Insurance—Today’s Easy Big 
Sale,’ and E. Leon Harris, John Han- 
mock, Bay City, Mich., “Of the People, 
for the People and by the People.” 


Butler Speaks at Fort Worth 


Life Insurance Commissioner Butler 
of Texas addressed the Fort Worth 
Life Underwriters Assn., speaking on 
the need for a statute to give the de- 
partment power to license fraternals and 
examine their books. He also men- 
tioned the need for laws to deal with 
mail-order policies written out of the 
state and policies with decreasing ben- 
efits written by Texas companies, 





Salt Lake City—Ear] T. Ross, state di- 
formerly with New York Life, spoke on 
rector Treasury Department bond division, 
“Your Dollars, and Your Det.” 

Kokomo, Ind.—Rex Kessler of In- 
dianapolis spoke on the advantages of 
tying a life insurance program in with 
the social security program as a retire- 
ment-savings plan. 

Omaha—Jul B. Baumann, N.A.L.U. 
president, described the gigantic strides 
life insurance has made and outlined ac- 
tivities of the national organization. 

La Crosse, Wis.—The Western Wiscon- 
Sin association held a ladies’ night dinner 
meeting at which the wives of members 
were guests. Roman Vetter, Continental 








. SUPERVISOR 
SOUTHERN CALIFORNIA 


Opportunity for capable man under 
40 as Agency Supervisor to recruit 
and train men for established agency 
in Los Angeles, of fine, large eastern 
mutual company. Write full qualifica- 
tions, experience and ambitions for 
the future. Address P-76, The National 
Underwriter, 175 W. Jackson Blvd, 
Chicago 4, Illinois. 
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Assurance, Madison, first vice-president 
of the Wisconsin association spoke on 
“Tdeals.” He pointed out the opportunity 
and value of team work of the agent and 
his wife and how the women can be 
very helpful. He also gave an exhibition 
of legerdemain. 

North Montana—-Bud Liptak of the 
sheriff’s staff and formerly public admin- 
istrator for many years, spoke on estates 
and the need for cash to meet adminis- 
tration costs. 

Buffalo—Graham A. Walter, Canada 
Life, Toronto, gave the talk he gave at 
the N.A.L.U. convention last September. 

Gary, Ind.—J. Archer Kiss, Chicago, 
author of the book, “It’s All In Your 
Mind,” spoke. 

Oklahoma City — Jul B. Baumann, 
N.A.L.U. president, cited maintenance and 
support of the association as more im- 
perative than ever before in the face 
of pending legislation and the challenge 
to the agency system from government 
insuranee, savings bank plans, mass 
selling and the like. He deplored the 
competition developing in group selling 
where proper business relation between 
employer and employe does not exist, 
and voiced the hope that officials at 
Washington will awaken to the advis- 
ability of retiring the government from 
the insurance business. A breakfast was 
given him, attended by officials and di- 
rectors of the association. 

San Mateo, Cal.—Agents in this sec- 
tion, most of whom are now non-resi- 
dent members of the San Francisco asso- 
ciation, will meet April 21 to complete 
formation of a San Mateo county branch 
along lines similar to that formed last 
year in Marin county. Another group 
is being organized in Sonoma county 
April 15. 

Nebraska Panhandle—W. R. 
district manager Equitable Society, 
Scottsbluff, talked on the 1947 record 
and the 1948 outlook. He cited figures 
to show that business is still on the in- 
crease, though gains are somewhat offset 
by an increasing lapse ratio. A former 
football coach, Mr. Lyman compared the 
successful agent with a succegsful foot- 
ball player and emphasized that even 
the best uses only about half of his 
potential capacity. 

Kansas City—Jul B. Baumann, presi- 
dent of the National association, spoke 
at a luncheon meeting. 

Corpus Christi—Speaker at the April 
10 meeting will be Life Insurance Com- 
missioner Butler of Texas. The meet- 
ing will also be ladies’ day. 

Pittsburgh—Theodore G. Stinner, super- 
intendent of Knights Life at Pittsburgh, 
will be dinner speaker for Fayette 
branch April 13, at Uniontown. Thomas 
J. Curtin, Bankers Life, will address the 
Washington branch at dinner April 14. 

San Jose, Cal.—W. Clayton Elliott, San 
Francisco attorney specializing in estates 
and business partnerships and former 
successful life producer, spoke April 
8 on “Business Insurance — Partner- 
ships—Close Corporations,” 

San Francisco—Speakers 
the April 16 meeting will be Harry S. 
Bedeker, general counsel of Fidelity 
Mutual Life, who will discuss “Estate 
Planning;” Sidney V. Mitchell, Prudential, 
first industrial agent in the country to 
make the Million Dollar Round Table, 
and Fred McMaster, Ohio National. Mr. 
Mitchell and Mr. McMaster both are from 
the southern California caravan. 


Lyman, 


scheduled at 





N.A.LC. Examination Manual 
Perfected at Richmond Meet 


RICHMON D—Finishing touches were 
put on a manual of rules and procedures 
for use in examining companies at a 
meeting here. It will be presented to 
N.A.I.C. for approval at its annual meet- 
ing at Philadelphia in June. The manual 
was prepared under supervision of a 
subcommittee of three, including Allyn, 
Connecticut; Pearson, Indiana, and 
Bowles, Virginia. A number of techni- 
cians from New York and other states 
aided in the work. Assistance was also 
given by Coleman Andrews, a certified 
public accountant of Richmond, whose 
services were obtained by Commissioner 
Bowles. Dineen of New York and Har- 
rington of Massachusetts made a special 
trip to Richmond for the meeting. 

Two business sessions were held by 








the commissioners of zone 2. There 
were informal discussions of problems 
listed on the agenda, including “knock 
for knock” practice of automobile insur- 
ers; compensation of examiners on con- 
vention examinations; guaranty fund to 
guarantee losses of bankrupt companies; 
enlarge examination procedure to in- 
clude operation of statistical plans of 
fire and casualty companies. 

Social features included a_ cocktail 
party and buffet dinner at the Country 
Club of Virginia. 

Commissioner Bowles presided at the 
zone 2 meeting. George A. Peery, Vir- 
ginia deputy commissioner, zone secre- 
tary, was unable to be present, having 
been called to Glade Springs, Va., by 
the death of his father. Everett S. 
Francis, associate actuary of the Vir- 
ginia department, substituted for him. 


Alumni Assn. of L..A.M.A. 
to Meet April 15 in N. Y. 


NEW YORK—The Atlantic Alumni 
Assn. of the L.I.A.M.A. management 
schools will hold an all-day manage- 
ment seminar and luncheon April 15 at 
Hotel Commodore. 

Horace R. Smith, assistant superin- 
tendent of agencies Connecticut Mutual, 
will speak on “Excitement of Certain- 





ty,” and Eugene Hay s, Connecticut Mu- 
tual in Boston, on ‘Taking an Agency off 
Dead Center.” Other speakers are S. 
Rains Wallace, Jr., research director of 
L.I.A.M.A.; James A. Fulton, president 
of Home Life, at the luncheon, and Ed- 
mund L. G. Zalinski, managing director 
of the Life Underwriters Training Coun- 
cil. 

In addition L. W. S. Chapman, di- 
rector of company relations, and Charles 
J. Zimmerman, assistant managing di- 
rector, L.I.A.M.A. will discuss cur- 
rent association activities. John H. 
Evans, general agent of Home Life in 
New York City and president of the 
alumni association, will preside. 


Hall Honored at K. C. 


Samuel S. Hall, Jr., financial vice- 
president of New England Mutual Life, 
was honor guest at a luncheon at Kansas 
City given by Edward G. Mura, gen- 
eral agent there. 





Equitable Buys 14 Stores 


Equitable Society has purchased 14 
Safeway store properties in New York 
City. Forty-year leases have been taken 
on the stores by Safeway and the com- 
pany will continue to operate them. 





Presenting 


THE 37TH ANNUAL STATEMENT 


of 


THE FARMERS & BANKERS LIFE INSURANCE COMPANY 
Showing Condition on December 31, 1947 


ADMITTED ASSETS 


Cash in Banks. 


NOINORRA: cc Sh oleo ch x dah cso dais 5 ewe wee ma ee eee es 11,714,743.00 
Ue Se Caweeeneiats «o.oo scis casg sce cescetacviecocsmpess $10,210,800.00 
Other :;Commtriew io. ccige bile. oc ccdTbcdedlstede be codes 122,230.00 
State, County and Municipal OE Pe ie fen Ay 1,286,733.00 
Public Utility and Industrial....................... 94,900.00 
Stocks ........ Jauecdec¥itgnbansiedtecsasseareee 1,215,984.04 
Real Estate Owned. . Week picasa dade odieh oanaelenst redweds 800,000.00 
Home Office Property 
Balance on Real Estate Sales Contracts................+.. 62,956.15 
S Pari PYOGEGHUGGs 06 5.64 5:4 cciete cep acasecvgescpavees "93 811.67 
TG Gay PRGnetthes sce caccccccccccctcsceceseccane 39,144.48 
First Mortgage Loans...............ccccccccccceccceees 6,586,331.63 
238 Farm Properties. .............00.scccccccecccce 908,856.39 
SAP CRY POOUGIEEs so5 cele dlccccecesedacthavectes 4,718,041.59 
247 FHA City Properties...............seeeeeeeeees 723,671.40 
42 GE CRG PVORORINE soo oc occ cacccsccctcccicccene 235,762.25 
Loans Secured by Legal Reserve on Policies............. . 1,089,540.83 
Interest Due and Accrued....... ca Neae ee Spee Pe 81,982.73 
Net Premiums in Process of Collection.................. 361,616.06 
Radio Station K.F.B.1.............00000s eee: haere wees Charged Off 
Total Admitted Assets................. nica $22,372,627.01 
LIABILITIES 
Legal Reserve on Policies...... bhied scene eaat .$18,546,964.83 
Reserve to provide for Fluctuation of Mortality and of 
Market Value of Assets.............. PTT ees hs re 176,662.09 
Credits to Policyowners left with Company on Deposit at 
WMNGNGRU coi) = Fl cd ata wewowuesceacuseuncnneeenee ewan 993,105.19 
Se i as bleicn bshk bese dake dteenadass 70,000.00 
Death Claims Due and Unpaid.................2++00000: None 
Death Claims Reported but Proof not Completed on or 
before December 31, 1947.............02 cece ee eeeee 55,196.57 
Premiums and Interest paid in Advance...............-- 664,660.77 


ee 


-$ 459,472.57 





Special Funds payable to Policyowners in 1948.......... 12,161.64 


All Other Liabilities...... 
Capital and Surplus... 


ee cee eee ene 


78,875.92 
1,775,000.00 


(For additional protection of Policyowners) 


Total Liabilities 


Insurance in Force December 31, 1947.. 


Paid to Living Policyholders and Bene- 
ficiaries’ During 1947 
$729,862.55 





Peet ee Tees oasis $22,372,627.01 
. $98,949,006.00 


Paid to Living Policyholders and Bene- 
ficiaries Since Organization 


$21,420,600.10 


THE FARMERS & BANKERS LIFE INSURANCE COMPANY 
Wichita, Kansas 
F. B. JacossuHacen, Vice-Pres.-Secy. 


R. L. Burns, President 


J.-H. Srewant, Jn., Vice-Fres.-Treas, 
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AMONG COMPANY MEN 





Smith A. & H. Manager for 
U. S. Life: Foan Promoted 


Life has promoted 
to manager of the 


United States 
Frank K. Smith 
A. & H. division 
and Roy A. Foan 
to administrative 
assistant to the ex- 
ecutive vice-presi- 
dent. 

Mr. Smith will be 
responsible for the 
agency organiza- 
tion, production, 
policy design, un- 
derwriting and 
claims. Before join- 
ing the company a 
year ago as assist- 
ant director of 
agencies of the 
A. & H. division, Mr. Smith was a spe- 
cialist on group plans with Ter Bush & 
Powell. Mr. Smith has been 21 years 
in insurance, the first 16 with Travelers. 

Mr. Foan will assist George M. Selser, 
vice-president, in coordinating home 
office and field work, heading the plan- 
ning and control department. He en- 
tered the business in 1929 and joined 





R. A. Foan 


U. S. Life in 1937. He served in the 
home office underwriting and agency de- 
partments before becoming manager in 
Newark, Providence and Washington. 
In 1946, Mr. Foan became agency secre- 
tary and assistant director of agencies, 
domestic field. 


Commonwealth Reassigns 
Industrial Territory 


Paul D. Castor, assistant manager at 
Fort Wayne, and Ance C. Tallent, 
Memphis manager, have been appointed 
assistant directors of agencies in Com- 
monwealth Life’s industrial department. 
Assistant Director of Agencies Philip 
M. McGary has been transferred from 
Region I (Alabama and Tennessee) to 
Region III (Kentucky). Mr. Tallent 
has been assigned to Region I and Mr. 
Castor to Region II (Indiana, Ohio and 
West Virginia). 


Prudential Ups Cartee 


Harvey W. Cartee has been appointed 
assistant manager of Prudential’s central 
states mortgage branch at Indianapolis. 
He replaces H. E. Morrison, who has 
been assigned to other duties. Mr. Car- 
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Fifty-Fourth Year of 
Dependable Service 


* The State Life Insurance Com- 


Policyowners and Beneficiaries 
since organization September 5. 
1894... The Company also holds 
over $69,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $205,000,000 . . . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those qualli- 


* 


THE STATE LIFE 


INSURANCE COMPANY 
Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 


$160,000,000 to 
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tee has been with Prudential since 1937, 
when he joined the Indianapolis office 
as chief clerk. He was later promoted 
to mortgage loan appraiser. 





Republic National Appoints 
King to Educational Post 


Lyman E. King, general agent since 
1940 for Minnesota Mutual in Dallas, 
has become associ- 
ate director of edu- 
cation for Republic 
National. 

Mr. King entered 
the business in 
1926. He became 
general agent at 
Topeka for New 
England Mutual 
and 10 years ago 
went to Dallas for 
that company. He 
then joined Con- 
necticut General 
there. He _ served 
One year as actu- 














Lyman E. King 
ary of the Kansas department under 


Commissioner Hobbs. In 1941 he was 
elected president of the Dallas C.LU. 
and is president this year. 

He entered the navy in 1942 and was 
discharged in 1945 as lieutenant com- 
mander. 

He is a past president of the Kansas 
State Assn. of Life Underwriters and 
the Topeka association. 





Mass. Mutual Names Powell 
Detroit Mortgage Manager 


Charles J. Powell, formerly manager 
of real estate at Cleveland for Massa- 
chusetts Mutual 
has been appointed 
manager of the 
mortgage and real 
estate district office 
at Detroit, replac- 
ing J. Truman 
Streng recently 
elected second vice- 
president. 

Mr. Powell 
joined Massachu- 
setts Mutual in 
1938 as manager of 
real estate at Cleve- 
land. His former 
experience includes 
four years with the Childs Company, 
first in charge of real estate in Chicago 
and then as manager of the New York 
department. From 1927 to 1937 he was 
with the real estate department of Para- 
mount Pictures. He graduated from Uni- 
versity of Washington. He is a veteran 
of the first world war. 


Dr. Gordon Barnett Named 


Dr. Gordon Barnett has been ap- 
pointed assistant medical director of 
Kansas City Life. He is a graduate of 
the University of Kansas medical school 
and was formerly in private practice in 
Kansas City. He was a major in the 
army medical corps. 





Cc. J. Powell 











Johnson Des Moines Head 


Dana C. Johnson has been elected 
president of Des Moines Assn. of Acci- 
dent & Health Underwriters. He suc- 
ceeds A. A. Alexander of Travelers. 

Cleo Lawdahl, Provident Mutual Life, 
was named vice-president; D. W. Peter- 
son, Mutual Benefit H. & A., secretary, 
and Ella E. Koch, Aetna Life, renamed 
treasurer. 

The association will hold an accident 
and health sales congress May 18. 


Cashiers at Home Office 


Fifteen general agency cashiers of 
Pacific Mutual Life spent last week at 
the home office, learning home office 
procedure and exchanging ideas and 
suggestions. They were guests of the 
company at a dinner in their honor. The 
meeting closed with a talk by Vice- 
president F. R. Kerman on “Pacific 
Mutual—Your Company.” 





Ingersoll, Head of Mutual 
Benefit Chicago Premium 
Office, Returns to Field 


Alanson S. Ingersoll has retired as 
head of the Chicago premium and sery- 
ice office of Mutual Benefit Life. Joseph 
C. Hoesch succeeds him as manager 





ALANSON S. INGERSOLL 


with Francis H. Gross designated as 
associate manager. The office is re- 
sponsible for more than $1674 million 
of insurance, involving premium pay- 
ments which, in 1947, exceeded $6,600,- 
000. 

Mr. Ingersoll, who is a C.L.U., is re- 
establishing his estate analysis work, 
in which he has been well known for 
many years. After receiving his A.B. 
degree from Colorado College, he stud- 
ied law at Cleveland law school. Later 
he went to New York in the contract 
department of the New York Central 
lines, continued his law study at New 
York law school, and passed his bar ex- 
aminations. For three years he was as- 
sistant treasurer of the American Lo- 
comotive Works in New York where, 


in addition to his duties, he studied ac- 


countancy. 
Ingersoll’s Insurance Background 


Mr. Ingersoll’s entire life insurance 
experience has been with Mutual Bene- 
fit, starting in Newark. In 1919 he went 
to Chicago to become assistant to Gen- 
eral Agent A. A. Drew and when, in 
1937, the Mutual Benefit established two 
agencies in Chicago, he became the head 
of the service and collection office, serv- 
icing the business of both agencies. He 
has been active in insurance organiza- 
tions. 

Mr. Hoesch started with Mutual Ben- 
efit as an office boy in St. Louis in 1911, 
moved to Chicago in 1925, and, after 
two years of selling, became cashier 
of the Drew agency. He has been with 
the service office since it was estab- 
lished. 


Gross Started at Home Office 


Mr. Gross started with Mutual Bene- 
fit in 1908 at the home office. His ex- 
perience also includes serving as as- 
sistant to the Hartford general agent, as 
instructor of agents and service work 
for policyholders and agents in the De- 
troit agency, statistician and instructor 
in the Drew agency in ‘Chicago, and as 
a member of the premium payment of- 
fice. 


Bankers L. & C. Changes 


Bankers Life & 'Casualty of Chicago 
has transferred John Mansour from Kan- 
sas City as supervisor, to St. Louis, as 
manager. QO. M. Gross has been ap- 
pointed manager at Houston, Jeff F. 
Isbell at Ft. Worth and Joe Klinger at 
Cincinnati. 

Elmer D. Baird has_ been 
intendent at Atlanta. 
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Changes to CSO Basis 
Generate Sales Ideas 


NEW YORK—The shift to the CSO 
basis can be productive of many excel- 
lent sales ideas, according to Halsey D. 
Josephson, general agent in New York 
City for Mutual Benefit Life, which was 
the first company to make the change, 
back in 1945. 

From the agent’s point of view, the 
Guertin legislation doesn’t make any 
real difference because he is interested 
in merchandising methods. The Guertin 
legislation leaves his job basically the 
same in this respect, Mr. Josephson 
said. Another point is that the relative 
positions of the life companies so far 
as competition and selling are concerned 
remain practically the same. 


Refund of Unused Premium 


However, certain companies have 
brought out some new contracts that 
include a refund of the unused premium 
in the year of death. In other words, 
when a policyholder pays a premium and 
dies a month later, he gets back 11/12ths 
of his premium outlay. 

A number ot companies now include 
change of plan provisions in the con- 
tract. Formerly companies did this as 
a matter of practice, but they could stop 
the practice at any time. 

Some companies have made reinstate- 
ment easier in some cases, he added. 
Such companies allow a month after 
expiration of the usual grace period in 
which the policyholder can reinstate 
without medical examination. This is a 
kind of second grace period, and is ad- 
vantageous to the agent. 

Life companies very much dislike to 
change contracts. It is an expensive 
procedure and there is a great deal of 
work involved. However, from time to 
time, minor improvements suggest them- 
selves and over several years a great 


many of these may accumulate, none of 
which in itself justifies a big change. 
With the present change in contracts 
required by the Guertin legislation, 
many of the companies have made 
incidental improvements in the policy 
that have nothing to do with the 
changes attendant upon the Guertin 
legislation. 


Extended Insurance 


Among the advantages for the agent 
in the changes being made are the de- 
crease in net cost and the increase in 
paid-up values and extended insurance 
at most ages. More companies are giv- 
ing first year cash values than ever 
before. 

One of the chief reasons people put 
off buying life insurance, particularly 
at the younger ages, is that they don’t 
want to commit themselves for an ex- 
tended period. Business may be good 
today and they are getting along, but 
they don’t know what’s going to 
come in two years or five years. 

The extended term provision now 
is so long that there is no reason for an 
agent being put off by this argument. 
For example, at age 35, if the policy- 
holder pays for four years and then 
stops, he gets 10% years more of ex- 
tended insurance without cost. Assum- 
ing that he bought the insurance while 
his children were around five and seven 
years old, the insurance would carry 
them up to the time they are 19 and 21. 

Mr. Josephson used another illustra- 
tion. On $1,000 of a retirement at age 
55 policy, if the 35 year old insured 
pays two net premiums, the cost will be 
$175. If he then has to quit paying 
premiums, the company will continue 
the insurance for 18 more years, and if 
he is alive at 55 the company will give 








RAY H. PETERSON, President 








20th ANNIVERSARY YEAR 


1928 ° ° to ° ° 1948 
ANNUAL STATEMENT 
DECEMBER 31st, 1947 
ASSETS LIABILITIES 
é Legal Reserves—Full Legal 
Cash in Banks and Office. .$ 234,633.71 Requirement .......... $6,263,151.62 
U. S. Government Bonds.. 2,513,348.83 Death Claims Due and 
Ln SET eee None 
Municipal and other Bonds 1,634,827.89 Present Value Not Yet Due 
First Mortgage Loans..... 2,194,364.58 Supplementary Contracts 102,607.78 
Premiums and Interest Paid 
Real Estate Owned includ- in Advance, Premium 
ing Home Office Building 337,187.93 Deposit Funds ........ 216,491.04 
Real Estate Sold Under Estimated Accrued Taxes. 41,547.00 
Ganteesehe Fo. ok. cavcso e's 20,664.90 Contingency Reserve ..... 116,386.33 
Other Liabilities ......... 59,495.86 
Stocks — Market Value.. Sigmae Le PPNIPD lt 2 Utrk teenies 
Policy Loans and Liens TOTAL RESERVES FOR ALL 
within the Reserves.... 350,863.01 ; ae A OLS SSeS 6 $6,799,679.63 
ai 
Net Uncollected and Capital . .$647,250.00 
Deferred Premiums .... 280,873.31 Unassigned 
Interest Accrued ........ 39,817.14 Surplus .. 304,670.07 
i TOTAL SURPLUS TO 
Other Admitted Assets... . 47,728.18 POLICYHOLDERS ...... $ 951,920.07 
TOTAL ADMITTED ASSETS. .$7,751,599.70 $7,751,599.70 


- A Strong Company Building A Strong West .. . 
HOME 





KENNETH W. CRING, Superintendent of Agencies 
First South and Main Street, Salt Lake City 1, Utah 


OFFICE 








him $47. In other words, he has paid 
only $128 for $1,000 of insurance for 
20 years, or about $6 per thousand. 

In both personal and business insur- 
ance, agents frequently run into the 
idea held by the prospect that he should 
have term insurance, usually 10-year 
term. The agent wants to sell ordinary 
life. The prospect argues that business 
is good today but it may not be in five 
years. The agent now can answer this 
objection. If the policyholder carries 
the new policy contract for three or 
four years and business gets bad, his 
company will extend the insurance for 
the remainder of the ten years and the 
cost will be cheaper than term. If he 
continues to pay on the insurance, there 
is no question that he will be better off, 
and he can get the same protection at 
less money if he must stop paying. 

Today, the agent has a number of sit- 
uations where the paid up value at the 
end of the first year is more than the 
premium, For instance, on endowment 
at 55, the policyholder at 35 would 
pay $92.80 his first year, and at the 
end of that 12 months the company will 
give him a paid-up endowment for $101. 

Mr. Josephson is convinced that 
the prospect for the future years so far 
as dividends are concerned is good. Divi- 
dends are likely to be considerably high- 
er, so that the man who buys life in- 


surance, today is in a very good position 
as respects what his money will return 
him in the way of dividends. 

Another suggestion Mr. Josephson 
brought out was in connection with key 
man insurance. On a man of 50, the 
business today can buy $100,000 of cov- 
erage with today’s easy dollars, pay 
three years, and then stop. 

The company will guarantee 12 more 
years of extended insurance and in ad- 
dition, if the man is still alive, there 
will be some money left for return to the 
company. The corporation might want 
to pass it along to the key man in the 
way of retirement benefit. Or, it could 
use it to reduce the cost of the insurance 
it has had for the 15 years. 

If the corporation paid for five years, 
the cost per $1,000 would be approx- 
imately $500 net. At the end of that 
time, it would stop paying premiums. 
The insurance would be extended for 
10 years or until the man reaches re- 
tirement age 65. If at that time the 
man is still alive, the company would 
return to the corporation $390. Thus the 
cost would be $110 per $1,000 for 15 
years. Of course, if the man dies in 15 
years, the insurance will have been the 
best investment the corporation ever 
has made. If he lives, the corporation 
gets back practically all of the money 
it has invested. 








THE OHIO NATIONAL LIFE INSURANCE CO, 


A variety of insurance plans 
enables our Fieldmen tocustom- 
tailor, for any prospect’s needs. 


CINCINNATI, OHIO 
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Competition from Outside 
Slows Agent Recruiting 


NEW YORK —Full employment at 
record high wages makes recruiting of 
good new agents more difficult, accord- 
ing to some agency officers. Competition 
between businesses for high-grade sales- 
men is tougher because of the return of 
consumer goods to the general market. 

To meet the situation life companies 
must offer prospective agents more and 
make the job as attractive as possible. 
The most important aspect in interesting 
a new man in the business is the bene- 
fits that the company can give him and 
some companies plan to increase these 
benefits if the present situation con- 
tinues. 

Closer training of new men is neces- 
sary because the public understands in- 
surance more thoroughly today than in 
the past. Many companies are expanding 
their training programs and are using 
this as an argument to convince pros- 
pective agents that they are entering 
the right occupation. The business has 


reached the stage where agents must 
have professional qualifications, which 
can be achieved only by adequate train- 
ing. 

Proper Tools Are Necessary 


The basis of recruiting is to offer all 
the tools necessary for a man to succeed 
and then to find the man capable of 
handling these tools. A great deal of this 
responsibility rests with the agency 
manager. 

Too little emphasis has been put by 
the home office on continuous training 
of managers, it is believed. It is impos- 
sible to get suitable men unless the 
manager knows how to find, interview 
and induct prospective agents. Conse- 
quently most companies are taking a 
more active interest in teaching their 
managers how these things are done. 
Some companies have drawn up training 
courses for managers. Others distribute 
special forms setting down point by 





| started at scratch without pre- 
vious insurance experience with 
Illinois Bankers Life Assurance 
Company, and by using Miracle 
Letter Leads | wrote in one single 
month $216,000 of life business— 
all on strangers who had answered 
Miracle Letters, and during the 
first ten days of March | have 
written $77,000—all on strangers, 
all on Miracle Leads. 

R. N. (illinois)* 


* 


In February, | completed twenty 
years on the App-A-Week Club of 
the Illinois Bankers Life Assurance 
Company. This continuous produc- 
tion every week for twenty years 
has been greatly enhanced by my 
association with ‘'The Happiest In- 
surance Family in America". 

D. M. (IIlinois)* 


* 


system, 


aw Ww 


a few years. 


in a protected territory. 


You'll be thanking your luck 
about our intriguing plan an 
ence confidential. 


A START TO STAR-GAZING! * 


Read what a few more of our STARS said: 


You Can Reach 


STARDOM 


In “The Happiest Insurance Family in America” 


This is YOUR opportunity to become associated with a group 
of enthusiastic insurance moneymakers and a friendly company 
that is genuinely agency-minded. Join our “stars”. 


* You'll like these FIVE Points! x 


1. You can offer a unique COMPLETE COVERAGE PACKAGE of insur- 
ance—life, accident, health, hospitalization. 

. You are allowed use of our highly productive, copyrighted Miracle Lead 

. You deal with friendly folks and successful insurance men. 

In addition to liberal profits on new business, you can build up a 

substantial income from renewals to become financially independent in 


5. You may be given the opportunity to have a general agency franchise 


stars if you write us immediately to learn 
available general agencies. All correspond- 


*Names furnished on request. 


Hugh D. Hart, Vice-President and Director of Agencies 


Illinois Bankers Life Assurance Co. 


Monmouth, Illinois 


For sixteen years | was a debit man 
for an industrial company. Since 
| joined ''The Happiest Insurance 
Family in America’, two years 
ago, with Complete Coverage to 
sell and Miracle Letters to find 
prospects for me, | have really 
begun to enjoy the greatest pros- 
perity and success | have ever 
known. 


* 


B. T. (lowa)* 


Since | began my agency for the 
Illinois Bankers Life Assurance 
Company they have from time to 
time sent two very able Home 
Office Supervisors to assist me 
and my men. Their service in this 
regard is incomparable, and is 
provided without expense to me. 


W. J. C. (Texas)* 


* 








“THE HAPPIEST INSURANCE FAMILY IN AMERICA” 














point the proper steps on how to find 
and meet a desirable man, what and 
how to talk to him about insurance as 
a career and how to judge personal 
attitude and appearance. In many cases 
trained observers are sent out by the 
company to help the manager in his 
final selection. A point brought out by 
several agency men is that it takes an 
intelligent manager to determine and 
get an intelligent man. 


Interview More Men 


It is necessary to interview more men 
if the standard is to be raised. The mana- 
ger must have several rather than one 
or two ‘for consideration by the home 
office if those finally selected are to rep- 
resent an advance in quality. Recruiting, 
like advertising, is a continuous process 
and keeping it that is a major headache 
of the business. 

The turnover of new men is a little 
larger today than in the recent past, indi- 
cating a more substantial investment in 
men is having to be made. Reduction of 
turnover is of primary importance in 
public relations. To help new men most 
companies keep a careful check on their 
progress at all times and home office 
officials make frequent visits to the 
agencies to improve morale. 

A salary plan of compensation is an 
effective recruiting argument for some 
prospective agents, especially in case of 
those who have worked on a salary in 
other fields and for family men not in 
a position to borrow from the company 
or manager in the first few months. One 
company that offers its men both salary 
and commission plans has found that 
the best men are atracted by the monthly 
salary. 


Consider Training College Men 


Very few life companies are bothering 
with men just out of college because 
they lack the necessary maturity for 
the work. The L.I.A.M.A. is now study- 
ing the possibilities of a plan to bring 
these men into insurance and give them 
well rounded training as do some of the 
large industrial firms such as General 
Electric and Westinghouse. Some insur- 
ance companies are getting in touch 
with college students through the 
school’s personnel and placement officers 
who can recommend opportunities the 
business offers. The immediate task in 
this case is to get the confidence of the 
university officials and this approach is 
particularly suitable for companies that 
pay straight salaries to agents. 


H.O.L.U. Assn. to Meet 
May 26-28 in Montreal 


The annual meeting of the Home 
Office Life Underwriters Assn. will be 
held May 26-28 at the Mount Royal 
hotel, Montreal. The first two days 
will be devoted to general sessions. The 
industrial underwriting session will be 
held Friday morning and the occupa- 
tional session Friday afternoon. Further 
program details will be announced later. 








Warns on ‘Phone Solicitation 


LANSING, MICH.— Commissioner 
Forbes today sent out to all carriers 
writing accident and health and hospi- 
talization coverage in the state a warn- 
ing relative to telephone solicitation. He 
pointed out that the practice is strictly 
prohibited by the insurance code unless 
the solicitor is actually licensed as an 
agent. 

Information has reached the depart- 
ment, the commissioner said, that 10 or 
12 carriers have been employing crews 
of women to make large number of 
phone calls in an effort to obtain pros- 
pects for A. & H. or hospitalization in- 
surance. In most cases, he said, such 
workers are paid from 75 cents to $1 
hourly plus a small commission of about 
25 cents for each policy sold by an 
agency as a result of their efforts. 

The letter explains that the warning 
does not apply to ordinary clerical help 
not engaged in obtaining lists of pros- 
pects or leads for sale of coverage. 


Von Pein to Handle Group 
in Texas for State Mutual 


State Mutual Life has appointed J, 
Henry von Pein as group department 
home office representative for Texas 
with headquarters : 
in Houston. Mr. 
von Pein was born 
in Dallas, was for a 
time with Magnolia 
Petroleum, joined 
the army in 1936 as 
a second lieutenant, 
left a year later to 
join Travelers as 
an agent and sub- 
sequently was as- 
signed to the group 
sales staff. He 
served in the air 
corps during the 
war, becoming a 
lieutenant-colonel, later returning to 
Travelers as group supervisor at Hous- 
ton. His office will be at 1503 City Na- 
tional Bank building. 
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J. H. von Pein 





Accounting & Statistical 
Assn. Program Announced 


Insurance Accounting & Statistical 
Assn. has completed the program for its 
<n conierence at Cleveland May 

_At the first session addresses will be 
given by Commissioner Shield of Ohio, 
and Holgar J. Johnson, president Insti- 
tute of Life Insurance, who will discuss 
“Building Good Public Relations.” 

At other sessions the membership will 
be divided into four sections. The life, 
accident and health, fire and casualty 
sections each have their own programs. 

The life section will listen to papers 
pertaining to “Persistency Records,” 

Management Reports Accrual Basis,” 
“Home Office Expenses with Budget 
Comparison,” “Mortgage Loan Ac- 
counting,” “Bond Accounting,” “Pre- 
mium Accounting,” “Pension Fund Ac- 
counting,” “Policy Loan Accounting,” 
“Applications of Punch Cards in Indus- 
trial Insurance,” “First Year Debit 
Commissions,” and “Allocation of Ex- 
penses to Meet Requirements of the 
Proposed New Form Annual State- 
ment.” 

_The accident and health section will 
discuss “Premiums and Commission Ac- 
counting Procedure,” “Punch Card Ac- 
counting’s Job to Complete Schedule H 
of Annual Statement and to Meet Re- 
quirements of Zone 4,” “Functional Ac- 
counting,” “Claim Procedure Affecting 
Claim Department and Tabulating” and 
“Claim Statistics.’- A panel will pre- 
sent an “Accident and Health Account- 
ing Clinic.” 





Bankers National Life has been ad- 
mitted to membership in Health & Ac- 
cident Underwriters Conference. 


WANT TO BEAT 
THE PRESIDENT? 


Year after year a goodly number of 


Standard alesmen earn more money 


than the president of the company. Ex 


cellent policies, low rates and generous 
commissions help them lick the 


He doesr 


pants 


off of Harry V.'s income Maaliare| 


at all. As long as his agents are eating 


regularly, he is too! Better join uf 


with this aggressive on-the-beam 


company 


Standard Life 


INSURANCE COMPANY of INDIANA 
INDIANAPOLIS 
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Most General Agents See 
A Successful Period Ahead 


NEW YORK — The life business 
will show little if any recession in 1948 
from the high levels set in the preceding 
two years, according to most of the gen- 
eral agents in New York City. Only a 
few managers are pessimistic about the 
prospects of their own agencies and the 
industry. 

Life business follows the general so- 
cial, economic and political trends, it 
was pointed out by those certain of con- 
tinued prosperity. This group main- 
tained that any lowering of income taxes 
will increase the buying power of the 
public and therefore will be a new and 
important source of funds to invest in 
insurance. 

One general agent was so enthusiastic 
about 1948 he said that he expected his 
agency business to increase 25% over 
last year. It had a 25% rise in 1947. He 
wants only one thing in 1948—more 
hours during the day in which to pros- 
pect and sell. 

A second manager showed a little less 
optimism and predicted that sales would 
continue at their present rate until the 
final quarter when he expects a rather 
sharp decline. It must be noted that 
this agency is almost entirely devoted 
to brokerage. 

“How can 
business be 
about 1948 I 


‘anyone in the insurance 
anything but optimistic 
don’t know. We have the 
demand, the public buying power and 
the product,” said a third general agent. 

Although it is conceded by the more 
pessimistic agents that 1948 will be a 
selling year, they maintain it will be 
nothing like the last few war-time and 
reconversion years and they expect a 
sharp decrease in sales. Rising prices, 
decrease of savings and the uncertainty 
of the immediate future indicate a drop 
in life insurance sales of from 10% to 
15%, according to this group of man- 
agers. 

One general agent pointed out that if 
it had not been for the enormous num- 
ber of policies sold under pressure last 
year due to rate changes the decline 
would have occurred in 1947 instead of 
being put off another 12 months. “Nor- 
mal” business in 1948 will be about the 
same total as in 1947, excluding 
sales made because of CSO and other 
changes. 

The increasing lapse rate was men- 
tioned as another indication that insur- 
ance sales are on the decline. Latest 
available statistics show lapses are slow- 
ly creeping upward but as yet there is 
no reason to believe that there will be 
a surge in the near future. This factor 


indicates less money in circulation. 

Few new sales ideas are being used 
or projected. The year will be one 
loaded with political battles and on the 
whole insurance companies will bide 
their time until they can be certain what 
will finally happen in Washington be- 
fore formulating and putting into prac- 
tice new selling techniques. 

General agents are waiting to sec 
what income brackets will be affected 
and whether or not a federal community 
property bill will be issued. In any 
case, the income group receiving the 
most substantial cut in taxes will be the 
one that insurance agents primarily will 
concentrate on. However, two of the 
general agents interviewed said that 
they did not believe a tax change would 
substantially help sales because to the 
average man it would mean only two or 
three hundred dollars a year which he 
would probably need to combat higher 
living costs. 

One selling idea that was mentioned 
concerns the state bonus checks now 
being issued by many states to veter- 
ans. The main reason why younger men 
cannot afford to purchase insurance is 
that they do not have enough money in 
reserve, it is said. However, with a 
sum such as $250, which New York 
state is giving its veterans, they can 
pay the first year premium without hard- 
ship and during that year save enough 
for the second year premium. This sell- 
ing plan has special appeal from the 
psychological point of view, to veterans 
who have entered the insurance busi- 
ness. 

Good hard work in the field combined 
with education .and continued training 
and the all important faith in the job 
are still the primary necessities of a 
successful agent. As in the past these 
things will constitute the selling meth- 
ods of most agents until some new 
techniques are developed along with 
any changes in the country’s mode of 
living. 

Recruiting is not a new problem to 
general agents although it is still their 
major concern. One manager said that 
45% of his 1947 sales was handled by 
new men and he expects this total to 
rise even higher during the coming 
year. In one case the housing shortage 
is holding -up the recruitment of new 
agents and the manager can only take 
on men who have their own office space. 

Competition will be much keener 
from now on and it is feared by some 
managers that newer agents may be- 
come disappointed by reversals and quit 























“BROTHERS! COULD WE. USE. GROUP 
INSURANCE” 
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the business. However, if they can 
weather the first blows and put in more 
time and effort with less return and the 
manager is willing to back them up, 
they may be able to keep going until 
they are well established. 

The true yardstick for measuring the 
progress of life insurance through the 
years is the increase in the amount of 
money paid out in death benefits and 
annuities and the decrease in number of 
loans made on policies and policies that 
are dropped, according to one general 
agent. He said that one of the greatest 
crimes an agent can commit is to sell 
a client more insurance than he can 


afford. Too many insurance men think 
more of belonging to the Million Dollar 
Round Table than they do of the people 
they do business with. 





Reiley Incorrectly Identified 


Edward L. Reiley was incorrectly 
identified in the account of the N.A. 
L.U. midyear meeting as being with 
Penn Mutual Life. Although Mr. Rei- 
ley was general agent for Penn Mutual 
tor a number of years, since going to 
Philadelphia in October, 1946, he has 
i general agent of Mutual Benefit 

ire. 
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Our Platform Planks ... mean business 


Every plank is a strong plank in General American Life's busi- 
ness building platform. You can check here, plank by plank, 
the convincing reasons why: (1) Saleable contracts— developed 
with an eye to the public's wants and needs! (2) Visual sales 
helps that answer the prospect's question, “What does it do 
for me?” (3) “RADAR” —the interesting new direct mail prospect 
detector that ferrets out the prospects. (4) Multiple lines (Life, 
Endowment, Term, Juvenile, Annuities, Salary Savings, Pension, 
Trusts, Group, and Commercial Accident and Health) assure 
you that you're ALWAYS IN BUSINESS because you're in 


business ALL WAYS with 
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THERE’S SUBSTANTIAL MONEY 


To Be Made Even In a Small Town 
Through Our General Agent's Contract 


Attractive General Agency territory open in 
Missouri, lowa, Arkansas, Mississippi, Kentucky and Louisiana. 


For further information write J. DeWitt Mills, Superintendent of Agents 


MUTUAL SAVINGS 


MIS SOUR/'S FIRST WHOLLY MUTUAL LEGAL RESERVE COMP4N} 


Allen May, President 






St. Louis 1, Mo. 
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Ronsurance 


Accident & Health Under- 
writers and Life Actuaries 
find that our Reinsurance 
service fits accurately their 
requirements in the rapid- 
ly growing field of personal 
Casualty protection. 


MPLOYERS 
EINSURANCE 
ORPORATION 


KANSAS CITY, MISSOURI 
NEW YORK © CHICAGO © SAN FRANCISCO 
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MEETING UNUSUAL NEEDS 


* The ANICO Representative has the “EXTRAS” 
in his sales kit to meet the unusual demands often 
made upon underwriters today. 
* EXAMPLE: TRIPLE PROTECTION 
aga age 30; wife, 2 children, limited budget. 
A $4,000 Life policy with Triple Protection and 
Double Indemnity pays: 
$12,000 For natural death before 45 
24,000 For Accidental death before 45 
8,000 For Accidental death from 45 to 65 
4,000 For natural death after 45 
PLUS an outstanding line of life and endowment policies for 
every need. 
PLUS unusual sales aids that are practical and really help the 
agent present his plans. 


PLUS the kind of friendly, efficient service to agents and 
policyholders that is an ANICO tradition. 


¥ 1,679 000 ,000 


OVER A BILLION INSURANCE IN FORCE 


Write Vice President 


Aimercan National 
COMPANY 


INSURANCE 
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ACCIDENT AND HEALTH 





With Concerted Activities 
Barred, A. & H. May Face 
Serious Situation: Follmann 


Inasmuch as the states have not 
passed legislation permitting concerted 
activities in the field of accident and 
health insurance, a serious condition 
could develop in that field when PL 15 
expires July 1, 1948, J. F. Follmann, Jr., 
manager Bureau of Accident & Health 
Underwriters, told mutual _ special 
agents of New England at a luncheon 
at Boston. 

He said conditions could develop sim- 
ilar to those prior to 1914, under which 
coverages might be extended without 
scientific foundation, underwriting be- 
comes broadened and lax, rates and con- 
sequently commissions are reduced, in a 
period of depressed economic condi- 
tions, until financial stability is threat- 
ened and public confidence destroyed. 
In the absence of a legislative pattern 
permitting concerted activities, he said, 
there is nothing to prevent such devel- 
opment except the sound, firm judgment 
of those in the business. 


Much to Criticize 


Although the bureau, he said, has long 
advocated the principle of broad cover- 
age policies stated in language having 
similar intent, there remains much to be 
done before accident and health insur- 
ance will enjoy the unquestioned dignity 
and respect it so rightfully deserves. 
Many policies, he declared, are still too 
limited in coverage, too complicated 
with sales frills, too lacking in basic es- 
sential ceverage. The level of train- 
ing of the soliciting agent could often be 
higher and with a greater sense of moral 
responsibility. The settlement of claims 
is too frequently without regard to the 
spirit in which the policy is sold. Post- 
underwriting, or underwriting the 
claim rather than the application, is too 
often the practice in the home office. 


New Regulatory Pattern 


He mentioned the new concept of the 
regulatory pattern affecting the busi- 
ness, which he said should help the rais- 
ing of the level of the business; the de- 
mands made on Congress and UCD leg- 
islation by the states. 

One brighter angle Mr. Follmann 
found was the great potential market 
for future sales with great additional 
activity on the part of both companies 
and agents, who find in accident and 
health insurance a “door-opener” or 
“contact-maker,”’ a ready market and a 
great personal asset in the high persist- 
ency rate of accident and health insur- 
ance. 


Drastic Conditions Put on 
Mass. Blue Cross Rate OK. 


BOSTON—Blue Cross in Massachu- 
setts, if it is to continue in business, 
must maintain proper statistics, furnish 
the insurance department a comprehen- 
sive report each month, file with the de- 
partment a copy of its contract and any 
changes within 10 days of adoption, and 
cost of administration and acquisition 
must be limited to 15% of earned pre- 
mium, Deputy Commissioner O’Leary 
held following an extended hearing. 

The deputy commissioner also rec- 
ommends that the director, actuary, un- 
derwriter, claims supervisor and chief 
accountant be persons with insurance 
backgrounds, and that the present mem- 
bership be screened by a capable under- 
writer and “the undesirable business 
cancelled.” 

Mr. O’Leary approved a new contract 
providing for reduction of benefits ef- 
fective May 1, dependent on the five 
conditions listed, which Blue Cross 
states will be met in full. 

If after six months or more it is 
found that the present rate is not 
equitable in respect to the benefits af- 





forded, either the benefits, the rates or 
both will be adjusted. 

Acting Director Hardy has Promised 
that consideration will be given to in. 
surance background in the choice of a 
permanent director. 


Cal. Requirement on A. & H, 
Training Not Being Met 


SAN FRANCISCO — Accident and 
health writing companies should in- 
crease their activity toward development 
of adequate instruction courses for new 
disability agents, Frank Fullenwider, 
deputy commissioner of California jn 
charge of the legal and compliance divi- 
sion, says. 

He reports that no such training 
courses which the department can ap- 
prove have yet been filed, although a 
number of life companies have courses 
the department will approve. 

“Time is getting short for the acci- 
dent and health companies,” he said. 
“Companies should start in training dis- 
ability agents. There is a very serious 
need for a sound and effective training 
course in this field and if the companies 
are interested in getting this problem 
solved without further annoyance, they 
should start something right quick.” 

Mr. Fullenwider said ‘standards for 
training courses in life insurance are 
now being completed and will be ready 
within the required period. However, he 
is emphatic that something be done to 
improve conditions in the A. & H. field. 


To Confer with Hospitals 


Preliminary steps have been taken by 
E. E. Salisbury, executive director of 
the Chicago Hospital Council, and Har- 
ol R. Gordon, managing director 
Health & Accident Underwriters Con- 
ference, for a conference between the 
council and company representatives, 
looking to greater recognition by the 
Chicago hospitals of hospitalization con- 
tracts issued by reputable insurers, to 
put them on more nearly the same basis 
as the Blue Cross so far as the hospitals 
are concerned. No date has been set 
for the conference as yet. 


N. J. UCD Hearing April 22 


TRENTON — A public hearing on 
the amended New Jersey UCD meas- 
ure will be held April 22. 





Hear Social Security Man 


Wichita Assn. of Accident & Health 
Underwriters heard S. C. Brennan, man- 
ager of the federal security agency, dis- 
cuss “Development and Objectives of 
the F.O.A. and puaeinens Insurance.” 











Six Farm Bureau Insurers 


The program of the farm bureaus to 
establish fire, casualty and life insur- 
ance companies for all states is now well 
advanced and a number of additional in- 
surers are in various stages of assembly. 

The life insurance companies now in 
operation are Country Life of Illinois, 
Hoosier Farm Bureau Life of Indiana, 
Towa Life, Kansas Farm Life, Farm 
Bureau Life of Columbus, Southern 
Farm Bureau Life of Jackson, Miss. 


PENTER'S UNDERWRITER 


Accident — Health — Hospitalization 
An indispensable adjunct to Home Office, 
Branch Office, Underwriting and Claim 
Departments. Equally indispensable in 
training old and new life, accident and 
health agents in the profitable method of 
field underwriting. 


Practical Gift to 1947 Sales Club Members 
885 pages — 6” by 9” — Illustrated 
30 Chapters Single copy $10.00 
Paramount Publishing House 
108 N. Second Avenue 
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} Brevity Important 


to Modern Business 
Letter Writing 


An interesting, slide-illustrated lec- 
ture on the importance of letter writ- 
ing to all branches of the business 
world is being given to groups of Royal- 
Liverpool employes by R. W. Smiley, 
director of publicity. 

Mr. Smiley said the old-fashioned 
methods of composing a business com- 
munication must give way to the mod- 
ern system. Excess wordage such as 
“we beg to inform,” “not in a position 
to,” and “it would, be appreciated” 
should be replaced by what Mr. Smiley 
terms “bulls-eye or hole-in-one words.” 
These words can take the place of whole 
phrases without losing any of the sen- 
tence’s meaning. 

For example, “on” can replace the 
longer “under date of.” “To the effect 
that” can easily be trimmed to a simple 
“that.” He cited Lincoln’s Gettysburg 
address as an illustration of minimum 
effective wordage. It contains 268 
words of which 92% are one and two 
syllable words. 


Short Sentences Important 


A second word- and time-saving de- 
vice is to place the key words of a sen- 
tence at the beginning. This brings the 
important ideas to the reader’s immedi- 
ate attention. Short sentences also make 
each point stand out. It is a good plan, 
remarked Mr. Smiley, to write business 
letters in a conversational vein and avoid 
long, complicated, and repetitious sen- 
tences. Excess wordage, in the ap- 
proximately two million letters sent out 
by Royal-Liverpool each year, 1S 
estimated to cost between $50,000 and 
$60,000. 

Most business letter composers feel 
that wordy prose is the accepted 
method. Because such a letter’s aim 1s 
to clarify a specific point and get action, 
Mr. Smiley explained that the smaller 
the word the more force and drive it 
possesses. For example, “provided” is 
by no means a difficult word but “if” is 
more easily understood. 


Should Be Personal 


Modern business letters should no 
longer be the impersonal, complicated 
things they have been in the past. They 
should be written on a friendly basis 
with good manners and deference shown 
for the reader and utilizing the pronoun 
“you” in place of the egotistical “we 
that has long irrated so many people. 

One thing to be particularly mindful 
of, said Mr. Smiley, is the over-use of 
participles in the closing sentence of a 
letter. Participles are weak words and 
should be avoided. A strong close is of 
the utmost importance and before sign- 
ing the writer must be certain that the 
letter insures against loss of the read- 
er’s time, understanding, respect and 
good-will. 
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Lacy Opens P. R. Course 

O. J. Lacy, president of California- 
Western States Life, will be the princi- 
pal speaker at the dinner meeting April 
21, which will inaugurate the public re- 
lations course sponsored by San Fran- 
cisco Life Agency Cashiers Assn. 

Prominent public relations experts 
from northern California industries will 
be included .in the list of lecturers. 


Hear Talk by D. N. Ellis 


The Syracuse General Agents & Man- 
agers Assn. at its April luncheon heard 
a talk by D. N. Ellis, Massachusetts 
Mutual Life, on “Problems of a New 
General Agents.” Mr. Ellis recently 
became a general agent. 


Led Hancock in ‘47 


The Columbus, O., agency led all John 
Hancock agencies in volume of busi- 
ness produced by full-time agents in 
1947, Those on the local staff producing 
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business in excess of $1 million included 
Thomas Mouck, Oscar Carlin, Ralph W. 
Hoyer, Edward Kavanaugh, Clarence 
pe ta Joe R. Roby, and Kenneth Wy- 
ard. 


Editorial Change 

Marvin Kobel, formerly with the “In- 
surance Field” in Louisville and New 
York, has gone with Metropolitan Life, 
doing editorial work on a southern re- 
gional publication. 

John E, Doble, formerly in Boston, is 
representing the Field 
New York. 


P, J. Kenney Gets Citation 


Paul J. Kenney, district manager of 
Prudential at Saginaw, Mich., received 
from Harry P. Green, regional manager, 
the president’s citation for the agency’s 
exceptional production in 1947. The 
presentation was made at a dinner at- 
tended by the entire agency force. 


Conn. Moves to Escheat 


As a result of the recent U. S. Su- 
preme Court decision upholding the 
right of New York to take over “aban- 
doned” life insurance policies of New 
York residents, Connecticut has moved 
to claim abandoned funds under a sim- 
ilar law enacted at the last session of 
the legislature. Connecticut authorities 
were awaiting the decision of the Su- 
preme Court. 











Two Companies Join A. L. C. 


Pioneer Mutual Life and Northwest- 
ern Life of Seattle have joined Ameri- 
can Life Convention, bringing the mem- 
bership to 219 counties. Pioneer Mu- 
tual was formed last fall to take over 
the business of A. O. U. W. of North 
Dakota. 





Agency Assn. to Meet 


The Pacific Mutual Agency Assn. will 
meet at the Drake Hotel, Chicago, April 
19-22 with R. B. Coffman, Cleveland 
general agent, presiding. The local ar- 
rangements are being handled by Earle 
S. Rappaport, Chicago general agent, 
who is a member of the executive com- 
mittee, 


To Discuss Farm Valuation 


The best way to value farm land and 
buildings under today’s conditions of 
economic ‘uncertainty will be the theme 
of a farm appraisal conference at Uni- 
versity of Illinois college of agriculture 
to be held June 15-17. 


NEWS BRIEFS 


James H. Brennan, general agent of 
Fidelity Mutual in Chicago, has just re- 
turned with his family from an exten- 
sive six weeks motor tour on both the 
east and west coasts of Florida. 

Charles F. Williams, president of 
Western & Southern Life, has been 
elected a member of the associate board 
of lay trustees of Notre Dame Univer- 
sity. 

Thomas E. Sly, president of St. Louis 
Mutual Life, has been re-elected secre- 
tary of the National Council of Catholic 
Men. 

Guests at the annual meeting of the 
Illinois State Assn. of Life Underwrit- 
ers in Chicago were William H. Pryor 
of Milwaukee, president of the Wiscon- 
sin State Assn. of Life Underwriters; 
Daniel Cahill, director of the Purdue 
course; and Robert Mehr, insurance 
professor at the University of Illinois, 

The Fort Worth Life Managers & 
General Agents Club’s April meeting 
was devoted to an educational film and 
a talk on cancer, in connection with the 
county fund-raising campaign. 

The Florida Life Underwriters Assn. 
is cooperating with the University of 
Miami and the Institute on Federal Tax- 
ation of New York University in the 
third annual conference on federal taxa- 
tion being held this week at Miami 
Beach. 





editorially in 





Every dumb cluck in a barnyard knows... Just how 
that old, old story goes... For family protection from 
hawks and things... The chicks all scurry for mother’s 
wings. ..But for me and you 
there's a better way ... The 
All-Ways Plan of the B.M.A.}: 


Geacness Wberé 
Chaowcavuce Ce. 


THE HOME OF COMPLETE PROTECTION 
B. M. A. BUILDING e KANSAS CITY, MO. 




















SERVICE IN DISTRESS 


The fundamental purpose of Life Insurance—the 
primary purpose for which the people of America 
entrust their funds to a company — is for the 
alleviation of personal financial distress. 


Specifically the purpose of Life Insurance is to 
alleviate financial distress that almost inevitably 
comes with death. Actually Life Insurance affords 
protection against temporary financial emergen- 
cies which call for outlay of cash throughout the 
span of life. 


That "The Friendly Company" carries out both 
the specific and actual purpose of Life Insurance 
is evidenced by the Annual Statement of the 
company. We are proud to be able to meet the 
life time needs of our clients, as well as those 
which come after death. 


Z\writer, you will find it pays to be friendly with 
jc) 






= PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


Frankfort — Indiana 
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Maccabees Raises 
Junior Limits 


Maccabees has increased death bene- 
fits on junior protection and now will 
issue up to $25,000 from birth through 
age nine nearest birthday in states 
where there is no legal restriction to the 
contrary. For all junior applicants ages 
10 and above, adult maximum limits will 
apply. i = 

Death benefits will be limited to $250 
per $1,000 of face amount for applicants 
under age six months and thereafter 
will be the face value. The new limits 
went in effect April 1 in all states where 
permitted. 

Claims received after April 1 on all 
outstanding junior protection will be 
paid on the same basis as the new Is- 
sues. 

This action by the trustees was due 
to very favorable mortality on juniors, 
an experience which appears to be gen- 
eral among insurance companies writing 
young people. Many leading compa- 
nies now write children on a much more 
liberal basis. 

Maccabees was a pioneer in this field 
and has a great deal of junior insurance 
in force. 


K. of C. Mass. License Is 
Ordered Revoked 


BOSTON — Commissioner Harring- 
ton has ordered revocation of the license 
of Knights of Columbus effective April 
9, contending the fraternal failed to 
compiy with state law and over a period 
of years supreme officers have trans- 
ferred $1,849,099 from mortuary funds 
to general funds. The practice is per- 
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mitted in many other states but not al- 
lowed by Massachusetts statutes. 

The commissioner’s order may be de- 
layed by appeal to courts or the fraternal 
may decide to comply with the com- 
missioner’s recommendations before 
April 9. 

In a previous appeal to the courts in 
a similar case the commissioner was up- 
held by state courts. 


Neb. K. of C. Convention 


HASTINGS, NEB.—tThe state con- 
vention of Knights of Coluntbus will be 
held here April 26-27. J. J. McGuire, 
first assistant to Director J. Edgar 
Hoover of FBI, will be principal speaker 
at the banquet. The Hastings council 
will initiate new members April 25 as 
a convention preliminary. Bishop Louis 
B. Kucera of Lincoln will offer pon- 
tifical high mass in the first convention 
session. 


Wash. Congress June 26 


The Washington State Fraternal 
Congress annual convention will be 


June 26 in Masonic Temple, Seattle. Er- 
ling Smedirg, Seattle, is president; C. D. 
Robinson of Seattle, fraternal super- 
visor Washington department, secretary; 
Mrs. Myrtle Hopkins, Tacoma, first 
vice-president; Fred Lynch, Seattle, sec- 
ond vice-president; Mrs. Olga McClel- 
lan, Seattle, third vice-president, and 
Mrs. Kathryn Bowen, Seatle, treasurer. 


Convention in New Orleans 


Members of the President’s Club of 
Fidelity Life, Fulton, Ill., held a sales 
convention at New Orleans. The trip 
was awarded only to those who wrote 
top quality business, minimum produc- 
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tion requirements being $200,000 for 
1947. Three women qualified. Several 
days were spent in New Orleans and on 
side trips. President Walter C. Below 
and T. O. Hertzberg, sales manager, 
handled details of the trip and accom- 
panied the group. 


1947 Figures 
for New Hampshire 

















Ordinary 
New Business In Force 
$ 
Aetna Life ........... 1,030,776 7,275,892 
MOTTO. ccjccccvicess 274,267 1,444,489 
Boston Mutual ....... 323,942 1,058,797 
Conn, General ........ 1,077,715 11,397,058 
Conn. Mutual ......... 513,696 5,246,304 
Continental Amer. 16,834 181,818 
Equitable Soc. ........ 980,963 8,126,692 
Farmers & Traders... 1,369 302,978 
Fidelity Mutual ...... 1,071,128 3,450,645 
John Hancock ........ 6,191,136 39,487,505 
Lincoln National ...... 2,318,013 6,118,948 
Loyal Protective ..... 312,950 406,742 
Mass. Mutual ......... 1,371,907 11,373,813 
Metropolitan ......... 9,936,285 107,114,282 
eee 311,589 1,318,377 
Mutual Benefit ....... 3,405,686 31,002,345 
Mutual Life (N. Y.) 2,249,622 19,155,834 
Mutual Trust ......... 669,726 5,169,964 
National Life (Vt.) - 2,003,286 25,881,659 
New England Mutual. 3,993,009 24,397,848 
New York Life ....... 1,874,757 22,327,164 
North American Acc... 46,000 49,000 
N. W. Mutual ........ 1,877,954 16,077,877 
Ohio National ........ 1,021,550 1,021,550 
i ee 333,548 1,103,950 
Penn Mutual ......... 613,570 7,760,558 
Phoenix Mutual ...... 837,796 4,585,650 
Provident Mutual 390,119 2,681,897 
PreG@ential ....cceceees 7,904,040 62,580,282 
State Mutual ......... 1,393,593 9,249,203 
Sun (U. S. branch).. 369,223 4,253,120 
TONED. cones cececces 918,121 8,345,778 
Union Central ........ 1,077,979 10,272,152 
Union Mutual ........ 1,119,053 4,715,186 
United Benefit ........ 1,212,411 2,410,443 
United L. & A. ....... 1,640,043 5,292,766 
Washington Nat. ..... 28 36,085 
Total Ordinary ..... 60,583,684 472,674,651 
Group 
PRIME TAGS 6.655% 0 cvsas 4,814,145 11,614,640 
Conn. General ........ 1,848,609 4,927,180 
Equitable Society ..... 1,027,505 4,919,415 
John Hancock ........ 3,471,050 10,953,075 
Lincoln National ..... 9,500 19,500 
Loyal Protective ..... ...... 70,000 
Metropolitan ......... 10,840,974 30,422,292 
ye ae 249,167 742,619 
State Mutual ......... 211,000 201,000 
Sun (U. S. branch).... 342,293 771,214 
oo er 4,858,716 12,740,720 
Union Mutual ........ 25,000 156,000 
United L. & A. ...... 3,000 48,000 
Total Group ........ 27,700,959 77,485,655 
Industrial 

Boston Mutual ....... 491,724 1,312,893 
John Hancock ........ 4,499,048 24,589,494 
Metropolitan ......... 6,830,669 75,894,147 
Prudential ........... 2,636,951 32,347,600 
Total Industrial + 14,458,392 134,144,134 
Total all Classes ...102,743,035 684,304,440 








RECORDS 


FRANKLIN LIFE—Production for the 

first quarter was $44 million, up 40%. In- 
surance in force has passed $570 million 
mark and is expected to reach $600 mil- 
lion by July. Franklin has gained ap- 
proximately $125 million in force in the 
last 15 months. 
_ PACIFIC MUTUAL—Reports 24% gain 
in face amount of new life insurance paid 
in the first quarter. Written business 
also showed a sharp upturn in March. 

OHIO NATIONAL—Field force broke 
all‘records for the company for monthly 
production for both paid-for and written 
business in March. In-force now exceeds 
$360 million, up more than $9 million for 
the first quarter. 











To Finish L. A. Project 


LOS ANGELES—Metropolitan Life 
will complete its Parklabrea housing 
project, adding quarters for 7,000 people 
to the 4,000 now housed in the buildings 
completed before the war, Chairman F. 
H. Ecker, Metropolitan Life, announced 
at a luncheon here. The cost of the 
new buildings, it is estimated will be be- 
tween $30 million and $40 million. Work 
will be completed as quickly as possible. 
There will be three group of buildings. 


Illinois 
1947 Results 


All figures are for ordinary unless desig. 
nated (G) for group or (I) for industria), 
New business figures include business revived 
and increased as well as new business paid-for, 


ILLINOIS COMPANIES 
New Business 


In Force 











AllMianCe  icowccsictss 5,466,821 41,544,249 
(G) 127,250 566,000 
Amalgamat. L. & H. 15,000 50,500 
(G) 1,417,500 5,541,000 
Bankers L. & C..... 10,392,295 22,846,307 
Ben. Assn. Ry. Emp. 374,430 420,354 
(G) 8,402,500 8,284,000 
Central of Ill....... 4,502,384 29,082,749 
(1) 948,920 785,505 
Continental Assur... 17,545,143 86,035,385 
(G) 45,564,251 110,994,670 
Country Life ....... 48,952,068 323,588,754 
(G) 942,000 2,200,250 
Federal Life ....... y & 44,916,248 
(G) 2,940,550 
(I) 2,927 
Prandin ...0:0cesees 12, 71,779,778 
Ree ee 2; 29,098,129 
(1) 2,249,498 
Great Lakes ....... 2 4,146,348 
; (Ga) 1,286,410 1,227,604 
Ill, Bankers ....... 2,171,317 51,822,187 
dd) 691,500 908,621 
Jackson Mutual es 614,000 825,500 
(1) 6,011,425 8,870,52 
Metropolitan Mut... 543,000 503,000 
(1) 16,250,750 36,379,750 
Mutual Trust ...... 4,434,831 51,697,729 
North Amer. Acc.... 664,991 1,605,248 
North Amer. Life... 3,988,064 23,676,443 
KG):) -tebmiess 338,700 
{Old Rep. Credit... 10,012,054 10,238,469 
(G) 27,794 75,935 
Reliance Mutual ° 1,321,995 5,024,838 
ry | | tepeeu 128,162 
*Rockford ...cssce- 2,830,484 15,695,695 
a) 5,425,500 18,486,607 
State PArm «...26056 7,130,274 28,393,640 
(G) 18,854 1,249,287 
ee eee ae 2,090,362 5,161,313 
(G) 196,000 411,000 
Supreme Liberty ... 2,166,470 7,632,404 
(G) 159,774 424,769 
(1) 8,545,270 24,914,912 
United, Chicago - 644,925 1,299,581 
(1) 4,704,360 17,221,378 
Victory Mutual 397,622 1,658,138 
Coe ewes 596 
Washington Natl. .. 2,933,120 23,895,006 
(G) 5,198,410 16,205,429 
(1) 10,419,009 24,658,340 
OTHER STATE COMPANIES 
Acacia Mutual ..... 5,908,289 51,354,655 
BEM so isigaastsnte 17,977,665 140,368,636 
(G) 157,216,064 422,328,501 
Amer Hosp. & Life. 75,142 
CaP. || ‘amends 
Amer. Mutual ...... 1,443,187 
(G) 36,000 
Amer. National .... 3,548,063 
ql) 6,909,222 
Amer. Standard ... 2,000 
(G) 7,410,100 
Amer. United ...... 3,404,795 19,614,241 
Bankers, Iowa ..... 10,843,626 101,485,071 
(G) >, 928,607 27,426,873 
Bankers, Neb. ..... 3,167,446 12,514,339 
Bankers Secur...(G) 602,977 314,488 
*Benef. Stand. 367,076 366,076 
Berkshire .......08 1,651,280 18,532,074 
Bus. Men’s Assur... 1,985,509 11,151,155 
Central, Iowa ...... 2,230,541 19,153,028 
College Life ....... 413,000 491,000 
Columbian Natl ... 1,572,851 15,168,273 
(G) 403,000 466,500 
Columbus Muatual.. 261,000 10,585,825 
Commonw. L. & A. 526,000 465,000 
(1) 3,667,205 12,349,097 
Connecticut Gen. - 10,492,590 72,256,5 
(G) 19,319,116 5 
Connecticut Mut. 21,998,735 2 
Conservative ....... 818,172 
Credit Life, O...... 974,121 
Equitable Assur. ... 61,969,829 
(Gi) 127,356,040 391,211,946 
Equitable, Iowa .... 10,820,884 101,546,445 
Expressmen's Mut... 4,397,762 
Farmers, Iowa ..... 1,204,847 
Federal L. & C.... 996,561 
Fidelity Mut. ..... 25,861,667 
General Amer. ..... 26,085,408 
(G) 27,836,491 
RE Tee Te 1,719,707 
Golden State ....... 1,123,179 
(1) 2,007,688 
Great Northern is 4,130,215 
Guarantee Mutual 5 16,506,258 
CORPRIBR cncccctces 3,993,506 29,156,457 
PROMO, DES Wins seis eee 5,406,505 43,830,063 
Indianapolis ....... 2,957,295 33,047,506 
Inter-Ocean ........ 434,753 434,753 
(ee) 1,029,242 1,029,242 
Jefferson Natl ..... 1,537,500 2,300,585 
Jefferson Standard.. 1,348,432 2,507,935 
John Hancock ..... 60,562,985 350,298,056 
(G) 5%,487,719 134,959,792 
(1) 23,706,074 135,565,608 
Kansas City ....... 3,239,043 21,823,643 
RS ee ree 578,927 3,567,281 
Life of Virginia..... 201,390 3,023,060 
[ ; * ee 53,17 
Lincoln Natl. ...... 39,871,715 190,133,275 
(G) 8,156,500 14,298,000 
Loyal Protective ... 142,891 488,967 
Lutheran Mutual ... 2,752,416 17,363,403 
Manhattan ......... 1,497,911 6,619,732 
Mass. Mutual ...... 22,498,701 213,636,852 
(G) 2,495,500 1,880,500 
Metropolitan ....... 145,389,172 1,524,314,912 
(G) 244,724,172 659, 204,840 
(I) 51,543,761 811,953,977 
Midland Mutual 1,844,919 9,132,438 
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\pril 9, 1943 | April 9, 1948 LIFE INSURANCE EDITION os 23 
——— ——— = = = He —— : : 
New Business InForce Conn. General ..... Pte + pepe rid > New ere In = Schmidt stated the Los An pine. breadt 
$ ( osead utes : 7 ident and health, special risks, fidel- 
innesota Mutual .. 4,891,760 23,881,277 Conn. Mutual 10,231,557 70,865,842 Wood. Cent. Assur.. 665,450 1,377,667 accident and ; e Fico Baie 
a (G) 736,663 1,564,770 Confederation 261,751 2,697,147 World ........+005. 475,566 620,066 ity and surety and claims departments 
BOUPE 2. s.ces stele oe 1,643,165 2,595,773 Conservative 346,951 2,208,961 Total Ordinary ...$ 667,576,290 $4,881,055,191 also will be housed there. : 
Miss (a) * $392'520 405,838 Continental, Ill. .... _2:387,799 42,673,668 Total Group ..... 1,181,866,767 2,266,361,783 Work of remodeling was to start this 
9 2 456,12 “4 ’ ’ , ’ 249 oe . 
S rch Gy Lista 1489,536 Credit Life ..... ‘® "183,741 «91.871 Total All Classes 1,954,132,402 $,264,958,223 week and it is expected the quarters will 
1 Mcraepiel cc... 30,677,962 Crown Life ........ 6,436,903 27,781,813 ain: eee res be ready for occupancy May 1. 
or indus | a) 35,155,344 Cuna Mutual ....--~ 49997 ss aseaao, New Pacific Headquarters —— 
al Benefit ..... 202,749,823 +) 2,176,87 ,096, : 5 
welt athe aod Be ake 22, 338,792,953 Dominion Life “sane a ba gs LOS ANGELES — The Continental Provident Mutual Project 
oF. T vational L. & A.... 5,606,449 28,664,329 3 . ° . ; . ) . oc ° 
a ee ee ORs: ee Se ise Menladls Wek. x... 25,528,874 192,740,560 Casualty group, including Continental Provident Mutual will finance a os 
= (1) 12,946,324 61,655,694 : (G) 60,897,406 135,234,638 Assurance and National Casualty, has million appartment project in Phila- 
SING? | National, Towa .... "839.955 6,630,016 aluitadle, nowa --+ 6. 1A eee eee tay leased the first and second floors and delphia housing 1,000 families. It will 
41,544,249 gees re PB 283, oe Bp gt Wamu Eek 388,001 1,358,163 basement of 653 South Spring street be the first large development to be fi- 
566,000 | New a $15,387,300 Federal L. & C..... 246,200 998,166 for headquarters of the Pacific depart- nanced by an insurance company in 
i oos500 worth Amer, Re.... 9:014.900 Federal, Ill. rete 1,144,870 10,922,672 onal, . Pennsylvania since the state legislature 
OSUMMEE Gterthern «........- 5 T0GGIe a ERR Ce ekenes ° ee , . 3 
22,846,307 ite westera Mut... 48, 718-014 534,089,084 Fidelity Mutual ... 2,536,676 16,366,430 Resident Vice-president Ellis H. legalized such investments last May. 
420,354 | vorthwestern Natl... 7,678,421 56,249,933 Franklin Life ...... 5,478,330 24,228,348 
8,284,009 vm (G) 199,000 1,591,319 General American .. 1,041,900 10,489,722 : 
29,082,742 Occidental, Cal. ... 7,748,050 34,380,213 (G) 9,500,517 40,645,047 
785,505 (G) 1,969,500 26,090,760 Girard Life ........ 153,053 1,106,885 
86,035,385 | ohio National ..... 41420,011 17,930,982 Great Lakes Mut... 1,316,000 1,625,250 
110,994,678] onio State ......... 1,000,381 6,682,495 (1) 16,946,863 29,227,779 
323,588,754 | Gia Line, Wis...... $21,910 7,692,524 Great Northern .... 536,791 5,988,141 
2,200,250 | socific Mutual ..... 6,593,903 47,665,336 Great-West ........ 9,088,942 67,119,931 
44,916,243 | *4 (G) 26.000 (G) 789,510 3,171,570 
2,940,550 Pan-American ato 501,107 Guarantee Mut. .... 963,591 9,169,662 
2,927 _" “GG 30,000 Guardian .......... 1,952,610 11,568,205 
71,779,778 | boul Revere ....:.- 2,328,115 Fiome, Ne Vine 60s 6,088,378 39,331,783 
29,098,122 | Denn Mutual ...... 22'707,512 Indianapolis ....... 1,398,180 7,390,350 Your 
2,249,498 Peoples, Ind. ...... 476,397 EntersOeéan ..cccece cesses : ween se 
4,146,348 (G) 36,200 Jefferson Natl. ..... 994,500 1,449,115 
1,227,604 ities... 181.574 John Hancock ..... 33,563,516 220,801,053 e 
51,822,187 | phoenix Mutual .... 5,515,163 (G) 82,136,842 218,195,900 Voice Is 
908,621 | postal L. & C...... 70,348 (1) 18,041,531 112,981,200 
825,500 | provident L. & A.. 445.678 420, Kansas City ....... 2,492,376 10,289,710 
8,870,527 r “(G) 2,382,000 5.995.500 Lafayette Life ..... 4,398,167 19,141,134 
503,000 | provident Mutual .. 8,064,216 62,386,061 Life of Va.......... 6,113,719 29,952,805 Gal 
36,379,760 | prudential ......... 148,011,946 1,278,881,428 (G) a. 301,667 
51,697,729 (G) 692414955  |220,778.844 (1) 6,117,003 45,110,796 
1,605,248 (1) 47.687.322  691.636.423 Lincoln Natl. ...... 22,122,471 126,786,953 
23,676,443 0 eee 2,169,779 24,251,191 ; (G) 2,455,300 6,152,300 
338,700 Wararve Ve ea one 2000 2,000 Loyal Protective .. 228,159 901,094 
eaaa, | St Louis Mut..--.. oP aia tte ne ee ee 
dL Security 1 al ... ,115,249 4,971,162 L Mut. ..... 666, FIDELITY , ee , 
5,024,838 +s el mane rhghsy +a ’982'359 Manhattan ......... 741,077 3,155,264 Your voice is heard at FIDELITY 
JIM Ete tad, 148,371 7,070,330 Manufacturers ..... 10,414,210 70,535,039 LIFE ... and when your voice is 
15,695,695 | State Mutual ...... 11,607,969 71,041,643 (G) __ 273,000 378,000 le 
pe . (G) 2,147,260 2,137,260 Mass. Mutual ...... 17,061,228 147,273,570 heard ... your morale is up... 
28,393,640 : ife 2 2 . 3S G) 257,500 261,500 : ADEA 
bite; “Mas... 2,490,982 6,361,639 ( : ; : ; ' 
1,249,287 _amaiii—ss aS 508,717 5083 Metropolitan ....... 66,153,608 689,395,710 your sales are up ‘3 . your ——e 
3,161,313 eae 24,500,387 (G) 462,345,823 711,240,672 ar ...and your future is brighter. 
1,490 Travelers sss") y68'775,365 (1) 28,784,100 395,523,827 vat 9 Sees & 
YY a ° santas 28.9 7 : na 
’ ” I m Cemeral <<<. 8,494,142 Michigam. .ciiscccces 3,326,709 28,290,570 ld resentatives 
og eet! | union Labor ....... 315,367 (G) ‘959,706 4,396,417 FIDELITY field repre 
bys a (G) 3,246,500 Midland Mutual .... 1,115,265 9,841,765 often: (1) Sit in on planning at the 
a ost inion Mutual ...... 1,584,393 Minn, Mutual ...... 3,935,010 13,408,260 ‘ ; ’ 
Tesaias United Benefit”... 9,082,309 3,52 (G) 2,202,000 4,473,800 policy level. (2) Make acceptable 
a Tonk 2 > . . . 
ovOny United States ...... 487,83 2,339,084 Monarch .......... 1,099,544 4,063,554 a snumte ty n> 
a, (G)— 1,398°791 2,365,509 Monumental ....... 4,356,446 17,282,040 saquame for improve - 
Eire Western & Southern. 17,095,821 merger (1) 2,975,834 18,747,193 isting services. (3) Are publicly recog- 
af akan (G) 246,750 1,303, Mutual i Ren 25,086,168 246,319,554 ‘ : 
24,658,340 (1) 14,041,105 122,283,507 Mutual, N. Y....... 11,811,452 124,385,128 nized for doing a better than average 
s Wisconsin Natl. .... 1,482 1,807,393 Mutual Trust aaa ee 2,957,914 18,182,059 job of selling. 
Wood. Cent. Assur.. n ‘ pipe National L. & A.... 7,842,776 beady? yr : 
51,354,655 Woodmen Central .. 616, a 141,57 (G) 553,500 849,500 ’ vied ¥ e -_ . 
140,368,636 RR EE a 1,881, 13 4,294,793 (I) 11,064,459 52,707,434 What we pest teying to say 18 that 
errs (G) 13,000 39,000 National, Canada... 318,692 763,172 FIDELITY LIFE is large enough to 
4 MOIS: sty Caceinwnes ene etts | ee eees National, Towa .... 1,029,861 2,681,669 zs ee ° as 
9 orca FOREIGN COMPANIES National, Vt. ...... 7,370,489 45,076,827 give the underwriter the ae in train- 
lo Natl. Masonic Prov. 21,000 154,500 A ® and supervision and small enough 
SE iksats tite nto 13,008,371 New England Mut.. 10,956,876 85,674,618 rae spe age “ 8 
——— ew $2'800 2'949400 New York Life..... 24,632,617 226,495,315 that “your voice is heard. 
see EEEL Great-Weat : 2 746 6.718.177 North Am. Accident. 167,602 811,845 
656,949 YT Oo eeees °7°057,968 North Amer., Can... 5,200,307 20,143,854 
1,776,400 (Oy Zea 18'135,345 (G) 11,000 23,500 e — a 
19,614,241 Manufacturers ..... 3,097,107 18,135,345 M 23, . = 
101485071 | Sun of Canada .... 9,084,484 81,230,409 No. Amer. Life, Ill.. 209,500 3,481,686 la 10 0 lJ on inols 
27,486 818 (G) 14,182,842 39,418,869 Northern, Canada... 3,052,787 11,237,608 ’ 
12,514,339 Northern, Wash. ... 13,522 130,895 
344, tal Ordinary. ..$1,160,645,966 $14,242,087,726 Northwestern Mut... 28,124,285 301,991,694 enue , x aa: es a A 
366-076 Total lil 990,512,365  2.662,886,681 Northwestern Nati.. 2,619,815 28,590,917 Providing Life Insurance Security—Service—Satisfaction 
18,532,074 | Total Industrial .. 262,842,599 2,068,259,512 (G) 3,175,900 —-10,5 42,600 for 52 years. 
11,151,155 Total All Classes.$2,414,000,930 $14,342,532,479 Occidental, Cal. ... 5,452,224 16,474,142 
19,153,028 || ———— (G) 4,191,500 28,421,400 
"491.000 *Writing only casualty. Ohio National ..... 9,310,859 35,780,836 
15,168,273 tDoes not include State Life Fund. Ohio State ......... 1,384,995 12,050,933 
466,500 *Includes Amer. Bankers Fund. Old Line Life....... 313,356 2,994,913 
10,585,825 §Insured loan. Old Rep. Credit..... 5,746,441 5,662,799 
"465,000 cedusemeiniien Pacific Mutual ..... 2,041,213 17,645,673 
12,349,097 Paul Revere ... 1,605,947 9,035,164 
72956551 ‘a Penn Mutual 13,115,951 87,706,524 
see Ve s » a 9 
57,236,596 Peoples, Ind. 891,741 4,601,326 
ee | Mich. Fiqures Sg 
5,081,948 ° Philadelphia 29,000 450,155 
529,471 Phoenix Mutual ... 3,786,879 34,790,075 
555,796,591 Provident L. & A... 221,401 977,720 
1,211,946 Or (G) 947,500 5,447,500 
101,546,445 Provident Mut. .... 8,368,251 53,155,692 
4,397,762 Prudential ........ 69,763,640 523,076,799 * t 
5 All figures are for ordinary unless desig- ’ . 
‘gonrsei | nated (G) for group or (1) for industrial, (D atsoa7ia 209,272,262 ne o merica S 
25,861,667 New business figures include business revived : : babar pd sa antaen 
26,085,408 and increased as well as new business paid- pe sa Life ...... ie aig i 
27,836,491 { for. Yorce Security Mut., N. ¥. 1,086,732 6,643,535 L ding EF t al 
1,719,101 | New Business In a (G) 65,000 188,000 ea Ta ern 
ere? saci 7 Standard, Ind. ..... 394,261 1,635,669 
2 007,688 Acacia Mut. ....... 3,581,709 15,198,803 , , on’ : 
1130 Aetna Life .. ....54:- 19,637,051 120,413,636 State Farm Life ... 4,088,273 21,877,615 I 
wie | (G) 205,330,998 446,212,207 (ao eee 497,006 1re nsurance 
29°156.457 Miieanee. tik ...... 3,708,578 22,554,756 State Life, Ind..... 180,974 4,995,483 
pag (G) 11414500 3,019,500 State Mutual ...... 3,680,465 36,179,306 eas! 
33°047,506 American Nat. .... 4,383,151 16,874,821 (G) 1,444,737 2,531,483 ti 
mart yest ia (1) 6,136,861 34,266,228 Sun, Canada ....... 11,754,555 113,187,147 ocl1et1ies 
1,029°242 American United .. 2,195,794 14,330,699 (G) 26,276,192 60,148,375 
2°300,585 Atlas, Okla. ....... 1,000 507,319 Supreme Liberty ... 1,842,344 6,494,438 
2" 507,935 Bankers L, & C.... 487,689 1,583,915 (1) ase, 618 8,986,316 
50,298,056 Bankers, Iowa 5,028,944 35,828,872 Travelers .......... 1,992 82,470,350 “ 
24°959.792 (G) 1,263,791 2,555,400 (G) 117 172,289 297,077,684 
35 566,608 Bankers, Neb. ..... 1,413,053 4,784,907 Union Central ..... 2,018,583 26,798,769 
21 823.643 Bankers Nat. ..... 521,142 2,775,019 Union Labor ....... 75,911 614,929 
"21867, 281 | Bankers Security ... 62,152 61,827 , _ (G) 2447,000 8.030.000 
0 (G) 229,562 137,738 Union Mutual ...... 28, ,982, LU ERANS 
at Beneficial Stand. .. 15,464 33.136 (G) 123,000 119,000 AID ASSOCIATION for TH 
90,133,275 Ben. Assn. Ry. Emp. 82,456 $2,456 United Benefit aaa hie oo 31,237,330 
098.0 Berkshire ......... 1,105,740 8,706,619 i 3,000 = wee 
Miieege7 | Business Men's .... "859,021 5,948,503 United, IN. ........ 484,200 $64,926 APPLETON, WISCONSIN 
17,363,403 Canada Life ....... 6,389,184 31,151,972 (1) 1,527,905 14,580,095 
6.619.732 (G) 300,500 832,500 United L. & A, N. H. 705,489 4,024,926 
13°636,852 Central, Iowa ..... 1,082,437 10,149,071 Washington Natl. .. 3,262,834 12,201,163 
1,880,500 Ctatrals Th ........ 2,166,981 22,861,145 (G) 282,740 263,480 
24,314,912 (1) 1,540,083 3,215,998 (1) 6,005,305 14,115,037 
9° 204,840 oa, 5 ee 873,000 886,000 Western & Southern 11,386,216 88,683,064 
1 958,977 Columbian Natl. ... 685,664 4,935,794 (G) 109,300 894,800 
5138438 (a) 2/000 4.500 (1) 9,540,069 94,816,843 
Columbus Mut. ..... 7,031,440 41,578,965 Wisconsin Natl. .... 5,431,069 19,420,075 
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o _FeNATI UNDERWRITE i 
tegen ae mei SR EHS AT lee eee: ONAL R April 9, 1948 
Zerrahn with Yates R ski { Life C b 
anxin mpa Total 
Paul Zerrahn has joined the Yates g ° ule 4 nies Y in Force 1948 1947 “in Fora 
agency of Massachusetts Mutlal Life in (CONTINUED FROM PAGE 3) 338 Beneficial Standard ... 10,013,505 
Los Angeles as assistant general agent. 339 Grange Mutual, Ida.... 9,681,542 
He succeeds Howard Kelley, now a Total mane 7 = allbataateY 9,574,452 
Massachusetts Mutual general agent in ,.. 19, Insurance Insurance | 341 Excelsior, ‘Texa: “legge 9,471,065 
Chicago. Mr. Zerrahn started in busi- 473 - en Life yet Om oe goa ‘ in Force Ind. 9,066,565 pe 
ness in a bank in Los Angeles, ay te go- 1 - ae og , sed 2 Nor thwestern L., Wash. 31,822,304 342 Winston “Mutual, N. C.. 9,069,629 
; es p. ; 1333 249 tuardian International 31,806,242 Ind. ... 8,269,738 
ing to the agency department of Phoe- 174 Wisconsin National ... 75,001,466 | 250 Globe Life, Ill.......... 31,782,955 | 343 South Coast, Texas. 9,047,485 
“4 Oi soe 1,063 Ind 9 Ore 744 —_ athe yl 8 ceed ER 9,047,485 
nex Mutual. He joined the Yates ,;; Home State Life ” ae Ind. ... 2,256,793 344 Equitable Invest., Ark. 8,877,143 
agency first in 1944 and went back to oer State rye 74,704,007 251 weet ates, N. D... 31,778,572 | 345 Va. Mutual Benefit.... 8,752,021 
> : C be sows 212, 252 oO ear 37 296,52 
Phoenix Mutual in 1946 as assistant |. Grp. ... 349,500 Grp. ek 526,100 ene 346 Firet ‘Nati Lan cle 8,343,935 
5 ore . . : ’ a 343, 
os weg in Los Angeles, resigning to 7 p> a Ins. $006ei7 74,654,866 | 253 se meer hee 31,010,010 47 State National, Mo.. 8,269,439 
ake his present position. 7 L. 7 o lee : Jiidde de Grp. .. 3,225,940 
p 177 “—"* L. & # geal 73,791,762 | 254 — Lakes en i i 30,853,029 | 348 peatisetiaed Mut., Ind. 8,170,048 
178 Union National ....... 73,586,939 | 255 Natl. Burial, Tenn.... ° i Bt a 714,000 
179 Security Mutual, Neb.. 72,251,871 | 256 Pioneer eggs «ol taseivene Hw Citizens Mite Ge. is ‘Tee 
Grp. 2,479,000 257 Bankers Union ....... se astase | — e, are 166 i 
180 Occidental, N. C. ..... 71,873,368 | 258 Pyramid, Ark, ........ 29,345,597 | 351 Prov. Home Ind., Pa *7,884 
181 Atlas Life, Okla. ..... 70,137,109 | 259 Progressive Life, Ga 29027422 | ano Saft bt aaa naa cosas 
Grp. ... 8,933,026 at 15,546 966 29,027,422 | 35 City Nationa pre oe 7,512,393 
i ME AED i sccrecaswes 70,111,284 Grp. . 8,291,043 353 pate Ins Co — 7,473,731 
3 Quaker City, Pa. ..... *68,497,744 | 260 iuar. I > 28.859.3 oe he SEGA ge a one 
184 First National, La. *64.120,000 a cami seeni 305 36,669,363 | 354 Lafourche Life, La.... *7,376,437 
185 Union Life, Va. ....... 63,916,189 | 261 Universal Life, va. *27,909,087 | 356 cee. a 1188's0 
CALIFORNIA 186 I as I Sapa vig > 179.3 4 Woodmen Central Life. 27,825,933 357 Provident Indem., Pa.. *7'170°260 
B § vafayette Life ....... 62,179,339 263 Federal Old Line...... 27,674,803 | 358 Unity Life, Tenn....... *7 054,000 
™ ra age see , “enn ‘ 264 George Washington ... 27,584,566 | 359 Acme, La. +*7,009,666 
w 87 o. American L. & C.. 2,165,921 Gr : 783,190 26, iin cibanetiy Li goo "326. 
Barrett N. Coates Carl E. Herfurth Gep.. <% 6 § 265 State Reserve, Tex. ae ak 27,172,533 sais as er brane 5 
COATES & HERFURTH 188 Great Northern ....... 61,119,897 Grp. .. 1,454,500 : 361 Rushmore Seabank’... 7 6,659,540 
189 E ita ta ble, c ,  -eueraats 267 Mammoth 1. & A. Ky, — *26,709,383 | 362 Gause-Ware Service Ins. 6,432,500 
8¢ equitable, Can. ....... ,671, 26 Standarc aife, Pa. ne 6% 26,37 7 ¥ 23 gts 
CONSULTING ACTUARIES _Grp. ‘ 327,400 268 Service Life, Neb...... 36'303.432 363 sae sa iat eee *6,288,414 
‘ ‘i - . ree on . e e 4 bh sino ‘ 4 » BLA. ec ee eee 7<55, 
coe Market Stet 53. HM Street | 199 Univeral Ls & A tox onars.ces | 302 Guaraney Uion Lite-- ze tend03 | Se Sandal fad. Yas “sonra 
,310,0 2 wife, Ta...... 26,066, 65 Southwest Res., Tex.... 5,745 
SAN FRANCISCO LOS ANGELES |] 151 National Life, Ia....... 60,238,207 | __ wp. . 355,500 one oe Ge Sale ceaeen 
ae Sentherd Dine: 1, C... 59,815,342 | 271 Columbian Mut., Tenn.. 25,944,512 Ind. ” "3,672,816 i 
ER eee 54,941,270 272 World Ins., Neb are aro 25,147,774 ig 5 
ILLINOIS 193 Conservative, W. Va... 59,171,640 | Grp. ... 3,639,990 site facta —* L. & ie ae 5,591,500 
194 Lincoln Liberty, Neb.. 59,083,302 | 27 Coastal States ........ 25,141,470 4 ; ee gk Ene ess 
195 Union Life, Ark....... 58,256,150 Ind. ... 1,703,299 ~~ Reliance Mutual 3c ta 
Ind. ... 10,927,329 Grp. .... 410,467 aan. ee +166,000 
WALTER Cc GREEN 196 Pioneer Mutual 57,552,535 | 274 on Equity, Ark...... 24,815,356 | 369 Great Lakes, Ill... 5,373,952 
2 197 State Capital, N. C.... 57,377,920 | 275 Jirginia Life & Cas.... 24,630,657 | ° ire » wes eee »373,952 
Consulting Actuary eet 4 fe Ind. ... 24,025,974 . 696 contin ios en 5,290,855 
° 198 Fidelity Union, Tex 56,699,986 | 276 Commercial Travelers. 24,446,219 | 9-7 “shea! es = Sasa #5 979" 
211 W. Wacker Drive 199 Pacific National ...... 56,601,045 | 277 Mutual Service ....... 23,399,010 | 3-5 eee a Se 
Chicago Grp. .. 136,000 278 Philadelphia United *23,293,632 | 373 Reserve Life, Tex...... 5,190,816 
200 American Life, Ala... 55,642,965 | 279 Great Amer, Res., Tex. 23,013,141 | 374 Great Waster ..5.2.+- 5,085,464 
Franklin 2633 Ind. ... 24,324,578 ind... 94,770 7 abet pte pee 1085, 
Grp. ... 236,500 : Grp, ..< 529,783 75 Fid. Res. L. & Al, Atk. 5,046.30 
ce 01 Universal Life, Tenn... 54,729,180 | 289 Natl. Old Line, Ark.... 22,621,823 | 376 Franklin Natl, 8. C... pe4.8510639 
ss, eee re ee Sen ae = eee beet Provident Life, D. ¢ *4,742,641 
202 Bankers Health & Life 54,335,544 | 59° merican Home, Kan.. 22,122,320 | 97 ‘ eae we $*4,612,85 
HARRY S. TRESSEL ind. ... 48,106,952 aT ane Superior Life, Pa...... #21,702,961 | asa poole gaan ee 
Certified Public Accountant ond 03 National Fidelity 54,223,072 | 284 seas 4 Nal: ols page ee pod a Old American, Wash.. 4,467,176 
See 2,479,864 4 >is dead hs eg aa «1,286, ‘ Nati ., Mo.. 4,429 
5 Actuary 204 Mid-Continent Life ... 53,497,587 | 286 Domestic L. & A., Ky.. 21,250,457 | 382 Womster i ke... 1'355;845 
10 S. Le Salle St., Chicago 8, Ti. 205 Lincoln Income, Ky... 53,250,246 87 ware aaa ar 653,911 ss Gen. 62.000 ~~ 
Associates Ind. ... 39,621,225 2s amp. State Mut Y 21,086,205 =e 12 + 
. Wolfman, F. A. I. A. Franklin 4020// 206 Rio Grande Natl., Tex. 52,304,431 Ind. ... 411,731 94 Wilgon Ins. Co., Fla... by 
a. Mi itech, 4. A. I. A. tna 40,534,330 288 Pub. Ser. L., H. & A. 384 National Home ....... ¥3,905,038 
W. H. Gillette, C. P. ra Ae Oe wish 20,980,836 | 285 Automotive Life, La... *3,887,750 
W. P. ye . Grp. ... , 289 Sunset ahs tanh hates 20°933,-085 386 Inter-Ocean Ins., Ohio. 3,853,995 
207 Policyholders Natl. 50,499,626 | 599 p freeman e 20,933,085 Ind. ... 3,419,242 
208 Midland National ... 50,139,835 | 9 PERRIS INGORE 0 << 20,820,022 | 397 Commercial & Ind 3,762,986 
: 291 Pyramid, Kans. ....... 20,637,769 2 Ba 
IND rp. 106,500 ‘ 292 Amer. Hosp. & Life 20,240,393 -<- 2,060,100 
IANA 209 Mutual “Savings, Ala... 48,976,182 Grp. 3 3,600,500 ee | 208 Pioneer Life & Cas.. 3,704,500 
210 Standard ‘Life, ‘Ind... 48,228,922 | 293 Old Dominion, Va......  *20,044,615 | 38° bi Serie "Ficidi alti 
[ Haight, Davis & Haigh 211 Scranton Life, Pa..... 47,862,261 | “94 et ee ey eet one Wis. State Life Fund.. 3,643,385 
aight, Inc. 212 Hoosier Farm Bureau. 46,731,902 | 995 Stttheneds  c:  dn ae Union Liberty, Md.....  #*3,507,739 
Consulting Actuaries a Se a _ | 296 Maryland Life ........ 19,128,379 | 39° Vee i ee tis 
: Standard Life, Miss.... 46,693,665 | 297 United American 19,065,532 | 99 Ind. ... —— 3,129,078 
Ind. ... 19,167,825 298 3 ? rae ee »065,532 | 395 Security State, Idaho.. 3,129, 
FRANK J. HAIGHT, President o14 Atlantic ‘Coast Life. *46,186,955 —o 5099,736 eee ae Employers Life, Ala... +2,935,000 
. : 215 Mutual Savings, Mo.. 45,840,456 Grp c ane Ind. +114,000 
Indianapolis — Omaha Grp. . 553,950 299 ome eet len Se 55 eee 
aS 216 GiramACtAte ce 44,816,886 | 300 Sete tae A ee 18317866 | 29° Family Mutual ....... 2,736,358 
217 Ky. Home Mutual..... 44,215,669 Grp 524,82 eae a on vee 1,748,204 
Grp. ... 3,041,500 301 sasaki Protective es si : 1 - 3s ebraska Natl. Life 2,704,355 
MICHIGAN 218 Wisconsin Life ....... 43,892,292 Grp. .. 1,645,800 8,165,143 | 397 American Farmers, Ia. 72,609,761 
219 Pilgrim H. & L., Ga... 43,725,286 | 302 Modern Life, Minn.... 17,554,520 | 338 Legal Standard, Tex... 2,556,902 
Ind. .... 35,279,928 303‘ Tharp-Sontheimer, ‘La. *17,458,605 | 499 = Gentral Assur Ohio... «= 2402369 
220 Great National, Tex.. 43,349,316 | 304 Int i ; 23, poeeenae aumento es eb 
ALVIN BORCHARDT 3,128,609 “Inde 9964) | 401 = Federal Life, D.C...... $2,894,268 
> 221 Pi - +i a l Natl., * a 43,055,139 | 305 Great American, Kan.. 78,222 2 Ce ee eee 2,268, 
Consulting Actuary Grp. ... 138,481 306 Southern States cpl ieede a4 = Southern Life, Md..... *2,169,829 
222 Sterling, Ill. .......... 43,050,359 | 307 Southern Life, Ga...... 16,242,723 | 4n5 ain" + na i 2110.08 
16 West Adams, Detroit 26, Michigan|| 000 OP. 1. 111,000 Grp. 4,083,298 ao [88 Nath'Standarad Pras.) 12,0143 | 
22: Afro-American ......- 42,727,997 | ¢ I ay So cago al baa, 
docs hellianen hee  uasemaaar Moe 308 United 1 Mutual, ft 2.:: 15,603,412 re és Ind. See 553,876 sada 
224 Family Fund ......... *42,723,258 | 399 , T = elaware Mutual ..... 1,983, 
225 Expressmen Mut., N. Y. 42,127,730 =H Western Life, Mo Fs Pes iotenere ied — an ee: 1876936 | 
NEW YORK 226 Postal Life, N. ¥...... 41,730,308 ind. eae eke neecrn ends “cone 
ove cer 44 311 St. Louis Mutual... 14,780,571 apg coe aie 
227 Golden State Mutual... 41,610,260] —— er ear sis ene ne Enaurmmedic Late .-+. 1,382,100 
Retablished in 1865 by David Parkes Fackler Ind. ... 26,644,996 3138 Amer. Home, S. C..... $13,970,947 ‘ — er rictrett ei | 
228 Weis EALO 6 \ vs.i¥:000's 40,550,584 | 314 Philanthropic Mut., Pa. *13,749,884 | 412 Waste . A aoe 21.300 i 
FACKLER & COMPANY 229 Midwest Life, ory 39,775,304 | 315 Amer, Standard, D. C. 13,747,892 | 413 Spb ige hei ee OU 1,321,300 
23 Unity Mutual L. & 39,711,650 Grp. 10,551,900 ane uae ae”: 1 eae 
. “ Ind. ... 37,724,650 316 agubeiay a ie Western Mut. L. & C.. 226,800 | 
Consulting Actuaries 931 gut siatintt Mapdinere” tenis. 39,496,417 31 = co Lag bas 13,577,715 ce ow — Teoh a ‘= is a 
232 Home Friendly ....... 37,960,363 | 317 "Ma. rt, peel edhe te 
8 West 4th Street New York Ind. ... 35,328,093 sa “Sa ee ae ee ee ey. | 
233 Rockford Life ;..-... 87,707,260 | a18 Ameriean Life, 164.. #13,373,536 | 418 aie, wee per | 
+ ee so ’ 319 N ‘ 3 i : - 4 . 7 eeee ° ytde 
{- | 234 Pennsylvania Mutual .. 37,412,985 320 meee Pub, Serv. Life.. cig seeans ro ek — j Mb 
= n Tad. ..: 24,941,921 39 al . wee © SSeS, S08 2 Southern Natl., Tex.... 615 
Consulting Actuaries Grp. ... 10,000 329 Fouutthem-.-.... ‘amen fans Mags « mas seni ON £24,902 | 
zs 235 Bankers L. & C....... 37,050,813 | 323 Public Savings. 8. C.... #19 Bon Bae as PON ARDIOFs Ww aen. . eee 
Auditors and Accountants || 236 Century Life ......... 36,402,305 | 324 Life Ins, * ag thal STEBDE Tae 4233 ioe ae 150,250 ae 
237 Western Reserve ..... 36,311,616 | 325 Independent Life, Md.. 12,492,271 | 424 on tan Oo — = reieee | 
Welfe,CorcoranandLinder|) 000 iin ute asgaeo27 lace se aietria ee 425 «©««U. S. Natl, ia........ 602,610 
‘ A Y 258,110 ennai it~ va. Industrial ........ #*11,673,237 | 436 =P ty haps eo 
John Street, New York, N. Y. oe vee aes.s38 327 Southeen’ Math. ia... 11480400 1! . = nate 4,939 — 
ip. ... ,100,2 328 itan Life .......... ae Se pad 
a 239 Eastern Life .......... 35,563,464 ae. ae Sr ke American ee ver on 
¢ Grp. ... 572,123 329 Peoples Industrial, La. _+*11,186,880 | 429 aoe tp «da py 
241 Michigan Life ........ 35,362,279 gpa 108,366 pity ong United States Assur.... 1323,898 
Ye Grp. ... 5,729,417 331 Govt Miaonel 10,854,778 ay Fidelity Natl. ......+.. 95,500 
FRANK M. SPEAKMAN ats Bankers Mutual, Ill... 35,038,367 | 332 Asso. Funeral Direc... 10,637,778 | °° Senne eos *e uae 
243 United Services, D-¢. £, 33,810,547 333 Richmond Benefic., Va. 10,587,458 
2 ommonwea Ls 33,338,616 Ind. 9,712, 290 res *All indu . d 
CONSULTING ACTUARY ‘ aa. 31,840,330 334 PP wiietiniies ind tstel. = rigures ans of Dec. 31, 1946. 
245 Palmetto oS ER 33,323,647 Ind. ... 10,505,480 Pres 1946 — 1947 
Associate = Bs 999,288 Grp. ... 38,150 Ord. { 
E. P. Higgins 246 Pyraraia, N. Csi pag 32748293 | 325 Texas State .......... 10,526,392 | Ind. 100 a erie er ert 
Southern Aid Soci i : : 729, 
THE BOURSE PHILADELPHIA 247 Benefit Pee Ry. Emp. 32,092,960 ~~ i eet kis 10,476,156 | Group ..... 29,423,511, 220 34,994,729,307 
rp. ... 29,921,000 337 Manhattan sputuei 10,234,759 | Total ....$186,697,200,740  $240,569,322,348 






































Yim 


\pril 9, 1948 
———— 
Total 
Insurance 
in Force 
10,013,506 
9,681,549 
9,574,452 


9,471,065 
9,069,629 


9,047,485 
8,877,143 
8,752,021 


8,343,935 
8,269,439 


8,170,048 


*8,122,844 
8,098,871 


*6, 288,414 
*6,087,278 
5,745,686 
5,640,974 


5,046,300 
+*4,851,639 
*4,742,641 
¥*4,612,850 
4,499,500 
4,467,176 
4,429,768 
4,355,845 
*4,000,000 
43,905,038 
*3,887,750 
3,853,995 
3,762,986 


3,704,500 
3,676,071 


2,736,358 
2,704,355 


42,609,761 | 


2,556,902 
*2,538,248 
2,402, 369 
*2,394,269 
*2, 258,399 
*2,169,829 
2,111,601 
2,094,776 
72,011,376 


1,983,836 
6 


*443,092 
402,473 
396,400 

7323,898 

95,500 
15,000 


ic. 31, 1946. 

1947 
536,854,101 
037,738,940 
994,729,307 
pelosi: with 


569,322,348 


x ° toned 
SE 
SE 





XUM 

















‘FROM THE DIARY OF AN EQUITABLE REPRESENTATIVE One of a sories of advertisements Mustratog 


has «Sie nme ape setven scones by nang. > eereeee 


























That Nickname “Hap” Wasn’‘t Just Happenstance 


NEARLY EVERYBODY in town has forgotten “Hap’s” 
real name. But that’s only natural...because his 
nickname suits him to a “T.” His smiling face radi- 
ates cheerfulness. His contagious laugh broadcasts 
good humor. 

“Hap” believes that he’s a happy man himself be- 
cause his job is one that makes his home town a com- 
munity of happier individuals. He’s an Equitable 
Society representative. 

“How can I help smiling,” he grins, “when I run 
into a boy who’s getting a college education because 
of life insurance I sold his Dad? Or when I meet 





usten ro “THIS 1S YOUR FBI” 


..- official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 


EVERY FRIDAY NIGHT + ABC Network 














some nice old lady who’s happy and independent be- 
cause of a policy I wrote twenty years ago? Things 
like that make life worth living.” 

Yes, ‘“Hap”’ Adams’s work as an Equitable Society 
representative is more than just a “job” — it’s a good 
way of life. His happiness is based on the knowledge 
that he is doing his bit to make the world a better 
place to live in. 

That’s why “Hap” Adams takes a deep satisfaction 
in his work...in the respect that is his as a member 
of a highly regarded profession and as a representa- 
tive of an institution like The Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS I. PARKINSON, President+- 393 Seventh Avenue, New York I, N.Y. 











W: yy N orthwestern Mau tual agents 


make outstanding records... 


@ The Northwestern Mutual is “The Career Company.” It attracts to itself men and women who like to think 
ahead and plan their futures. 

And to these people it gives the broadest opportunity to realize their full potential. This company, through 
its General Agencies, provides complete training. Training that takes the Agent all the way ... helps him keep 
growing in ability . . . makes it easier to score high records for both quantity and quality of business written. 

The Northwestern Mutual Educational Program, administered jointly by the General Agent and the Home 


Office, provides five carefully coordinated training steps. 


l. SHORT COURSE. ‘This is the first 
step in the development of a North- 
western Mutual agent. The two to 
three weeks’ course is carried on in 
the General Agent’s office. It is de- 
signed to give a thorough back- 
ground in what to know and what 
to do. 


-& 13-WEEKS REPORTING PROGRAM. 
Helps new Agents make real sales 
managers of themselves. The Agent 
makes weekly reports to the Educa- 
tional Director at the Home Office. 
These are reviewed and commented 
upon in letters written to the Agent 
—analyzing each of his sales opera- 
tions. 


3. INTERMEDIATE COURSE. I ntro- 
duces programming and allied sub- 
jects by providing the Agent with 
case reports on a series of actual 
sales made by a selected group of 
the Company’s most successful sales- 
men. There are eight sections to 
this course. 


























4. CAREER SCHOOL. This unique 
school is conducted at the Home 
Office by Officers and Specialists of ° 
the Company. For 2 weeks, quali- 
fied Agents associate with other 
carefully selected career underwrit- 
ers and share their experiences. 


5. ADVANCED COURSE. Covers Fs- 
state Planning and Analysis, Busi- 
ness Life Insurance, Pension Trusts, 
Federal Estate Taxes, State Death 
Taxes, Estate Liquidation, Gift 
Taxes, etc. Also Business Law and 
Accounting — both new to such 
courses. 


@ Naturally, a well-organized pro- 
gram of this sort leads many Agents 
to successful completion of the 
C.L.U. examinations. Today, in 
fact, Northwestern Mutual has pro- 
portionately more Chartered Life 
Underwriters than any other com- 


pany. 


Training makes for increased production. Northwestern 


Mutual follows through in the training of its Agents. 


The NORTHWESTERN MUTUAL Life Insurance 


FOUNDED 1857 © MILWAUKEE, WISCONSIN 





